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When*BETTER POLICIES Are Written, The NATIONAL RESERVE Will Write Them 


NATIONAL RESERVE 
LIFE INSURANG 
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HOME OFFICE: TOPEKA, KANSAS 


‘“‘Our Territory: The Heart of America’”’ 


Kansas Oklahoma Missouri Iowa Nebraska Minnesota 
Arkansas and Texas 


MR. SUCCESSFUL LIFE INSURANCE SALESMAN 


Do you want to secure a Manager’s Contract for yourself in our territory, “THE HEART OF AMERICA?”’ 


To the Right Man 


We will offer splendid first-year commissions, very liberal renewals and a reasonable amount of money to be deposited 
in banks to aid and assist you in getting started. 


WE WROTE OVER $11,000,000 IN KANSAS IN 1921 


We offer to the insurance buying public most attractive, easiest selling life insurance policies written by any life 
insurance company—both Participating and Non-Participating. 


If you can drcmmeach write or wire the home office for mesa interview. 


If You Won’t Sell NATIONAL RESERVE LIFE Policies Sell for Some Other Good Old Line Cunene 
































NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 
Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921................00ccceeeees $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 


FIVE YEARS RECORD 











| Year Ending Dec. 31,1916 Year Ending Dec. 31, 1921 | INCREASE 


Interest Income. . | $ 620,562.65 $ 991,613.43 |$ 371,050.78 
Premium Income..| —_2,419,486.91 3,818,060.43 1,398,573.52 
Admitted Assets ..| 12,946,337.03 19,413,846.72 6,467,509.69 
Insurance in Force.| 80,280,589.82 | 136,485,045.27 | 56, 204, 455. 45 











CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 











ILLINOIS LIFE INSURANCE CO. 
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PLANS INSTITUTIONAL 
ADVERTISING CAMPAIGN 


Phoenix Mutual Is Going Ahead 
With Program for Boosting 
Life Insurance 


CAREFULLY WORKED OUT 


All Problems Involved are Being Con- 
sidered in Detail—Winslow Russell 
Discusses Plan 


Russell 


visitor 


of 
at 
last 


was 


Vice-President Winslow 

the Phoenix Mutual 
he American Life 
asked 
made with the plans for advertis- 
the institution of life 
which his company has had under con- 
sideration for some time. It 
recalled that the educational 
tee of the Life Agency Officers Asso- 
the 


Life, a 
Convention 


was what progress 


ing 
insurance 


ing 


will be 


commit- 


ciation has been urging on com- 


panies generally, for several years, the 
advantages of concerted action in this 
7 . - 

Way. Some support for the idea was 


gained but not to the extent hoped for, 
and now the Phoenix Mutual going 
ahead with its own plans. 


Will Take Much 


1s 


Careful consideration is being given 
to every known factor in the matter 
and it had been found necessary to 
change and modify materially some of 
the ideas originally entertained. Such 
extreme care and consideration of the 
problems encountered is held to be de- 
nanded that active work along the line 
f the publicity proposed will hardly 
ve begun before the middle of next 
year. The company has made a con- 
tract with one of the leading advertis- 
ng agencies and this well known firm 
is working on the problems of how best 
to inaugurate and carry on this cam- 
paign, with an attention to detail which 
would be a surprise to those who know 
little or nothing of the technical con- 
sideration given to such projects. 


Of Benefit to All Companies 


Asked if it were not true that what- 
Phoenix Mutual 


ever advertising the 

nay do will not. inevitably, be of bene- 
fit to other companies as well, Mr 
Russell said: 

“Of course it will, but I anticipate 
that, bevond question, my own company 
ill realize its full share of the benfits 
f this publicity. Have you seen a 
recent advertisement of the Wester: 


Electric Company in ‘Collier's’? That 
exploits the advantages of investments 
in telephone stocks and shows why they 
ire in the class of gocd imvestments 
worth looking into. The Western Elec- 
tric Company explains this sort of ad- 
vertising by a foot note which says 
Published in the interest of electrical 
development by. an institution that will 
be helped by whatever helps the in- 
lustry,’ and that the idea of the 
Phoenix Mutual in much of the adver- 
tising that is under consideration.” 


7 1 


It is hoped that the campaign. wi f 


1S 


|SHOULD CALL A HALT 


| NEED MORE PUBLIC REVENUE 


| 
| —_—_— 
Attempt Will Be Made to Pass a Cor- 
poration Income Tax Measure 


In Order to Get Money 


becoming 
Situation 


Insurance companies 
greatly aroused 
Undoubtedly the tax burden grow- 
ing instead of lessening. President 
Harry R. Cunningham of the American 
Life Convention in his address before 
the annual meeting of that body last 
week said that taxing bodies are simply 


are 
over the tax 


1s 


going to the limit. The nation, the 
states, municipalities, school districts, 
and in fact, almost all taxing bodies 
have “bought themselves crazy,” to 
|} use his expression. They now have to 
| secure revenue to pay the bills. There 
|is a big public debt on all sides. The 


not to curb these tax paying 
go 


tendency is 
bodies, but to let them on. 





Must Reduce Public Debt 
John B. Hanten, president of the 
Dakota Life of Watertown, S. D., in a 
| talk before the Legal Section of the 
American Life Convention, said that 
| unless something can be done to bring 
| about an ease n ti n, radical- 
lism, especially throughs the yrth- 
west and west will be rampant. The 
people, he said are being swamped by 
high taxation in addition to having to 
meet other demands upon them. He 
said that something must be done to 
check the tendency to increase taxes. 

Public debt must be cut down. 


Corporation Tax Bills 


In some of the states, corporation in- 
come tax bills are being prepared and 


some of the last legislatures came 
dangerously near passing such meas 
ures. It is stated that in the Rocky 
Mountain field and in Pacific Coast 


territory there are a number of power- 
ful agencies back of these corporation 
tax bills. Ili they are passed it will 
mean a severe handicap especially to 
insurance. Insurance men need to be 
alert during the next session of the 
legislatures and watch these tax meas- 
ures, 

(thinking insurance men almost to a 
unit, support President Harding in the 
veto of the bonus bill which would have 
added greatly to the taxation this 
country. It the time to do som« 
| curbing. The people have been going 


of 


1s 





|too fast in a public way. They have 
| gotten far into the cxtravagant stage 
fhe immense demands of the wat 


| caused this to be a lavish nation in the 


| way of public expenditures. It is time 
|} to call a halt. 
started next year in a comparatively 


modest way, and will probably be con- 
fined to the leading periodicals. Those 
familiar with the care and thought 
which has been given to the formula- 
tion of these plans by the Phoenix 
Mutual and the thorough manner in 
which they are being reviewed, sifted 
{ and overhauled before issuing any state 


ment about them, will have great in- 
| terest in any formal announcement 
| which the company may later on issue 
lon the subject to its agents or the 


oubli 


ic generally. 


WILL ISSUE ANNUITIES | 


JOHN HANCOCK ENTERS FIELD 


| Greater Interest Being Taken in An- 


| agement 


nuity Business in United States 


Than Formerly 


The announcement that the John 
Hancock Mutual Life will enter the 
annuity field, and the action of the man 
in placing this week in the 
hands of its agency force rates and con- 


| tracts for single premium annuities on 








the men and women, not only 
marks a broadening in this company’s 
field of effort, but is also an additional 
indication that annuities is 
to pay a more part in the 
work. 

The annuity business is in its infancy 
in the United States, as indicated by the 
that the compan‘es are carrying 
but a little more than $100,000.000 
es to cover this class of contracts 


lives of 


the sale of 
important 





Greater Demand Seen 


hav é 





Growth Over Years 


vears annuity idea hi: 


o the life ins 


For some 


been worked 


int urance cor 


tract as part of the settlement options 
With the facilities given to John Han 
cock agents for writing pure annuities 
it is quite probable that there will be 
more conversions of the life insurance 


policy proceeds into annuity form than 
heretofore, especially in view of the 
emphasis now béing laid on the de 
sirability of providing incomes for 
beneficiaries, instead of payment in a 
lump sum, which may be through 
bad management or unprofitable invest 
ment, or dissipation in other ways. 

The question of old age is an impor 
tant factor. The annuity plan is well 
adapted to assist in solving the prob- 
incidental to old age and caring 
tor old people who are dependent. 


lost 


cms 


Annulitants Longer Lived 


Experience has shown that annuitants 
assured of a steady income for life, are 
longer lived on the average than other 


opl his fact has led to some read 


pe 


justment tn the annuity rates originally 
adopted, and variations in the rate of 
nterest bear a relation to the cost of 
carrying annuities. 

The issuance of annuities goes 
logically along with the issue of life 
insurance policies, and the John Han 
cock feels that in placing these con 
tracts in the hands of its agents it has 
given them an excellent talking point 
for supplementing their life insurance 


work, since it.is not infrequently found 
that prospects who, for one reason or 
another, may not be easily interested in 
life insurance open to argument on 
annuities 


are 





HOUSE AND SENATE FOR 
CHICAGO ASSOCIATION 


President Darby A. Day to Pre- 
sent Unique Plan at October 
Meeting 


WOULD URGE FIELD 


CLUB 


Reorganization Plan expected to Be of 
Great Benefit and Become Type 
for all Country 


The first fall meeting of the Chicago 
Association of Life Underwriters, which 
President Darby A, Day 
Oct. 16, will be one of unusual interest 


ind importance, 


has called for 


as at that meeting plans 


for a change in the administrative 
nethods of the association will be dis 
cussed and it is honed adopted. Presi 
lent Day says that the proposed plan, 
which also calls for the merging of the 
Chicago Life Insurance Field Men's 
Club into the association and the dis- 
tribution of administrative authority 
proportionately between the field men 
and the managers, is one that should 
prove a great boon to the growth of 
the association activities and prove so 
successful as to cause similar action 
throughout the country Should the 
dea be approved by the meeting, it will 


association a membership of 
000 and give it great impetus 
growth. This approval is 
1 as the plan has received favor- 
e comment from all those ap 


further 


expecter 


proache d. 


Pian “House of Representatives” 


The proposed reorganization as out 
lined by Mr. Day, who has made a 
record this past year in expanding the 
association, would put the organization 
on the basis of equal representation of 
field men and managers and the admin 
istration would be carried out on the 
plan of a congress and senate. That is, 
the various committees and _ boards 
would carry a representative number of 
both groups and all matters brought 
forward by either body would have to 
meet with the approval of the other 
body. The two groups would be sepa- 
rate only on matters which required 
separate action or which affected only 
one group All meetings and all gen- 
eral business would be carried out 
jointly and it would be a single unit, 
the Chicago Association of Life Under- 
It fits in well with the new 
plan of electing officers also. The 
association this fall will elect the 
nominating committee from the list of 
toal membership and will also 
designate whether a single slate is to 
be presented or two slates. This will 
result in an actual popular vote. If con 
tinued it would also be in line with the 
house of representatives plan of govern 
ment in the association. 


Would Absorb 


writers. 


the 


1s 


Field Club 


The merging of the Field Men's Club 
is also looked on with favor. Mr. Day 
has presented the matter to several of 











— ——_———— : — 


the officers and has received favorable 
expressions of opinion on this. It seems 
that the club would be willing to merge 
into the asociation on such a plan. It 
would continue the very purpose of the 
club and eliminate the double member- 
ship now carried by members of the 
field club. It is a much smaller body 
and yet its membership would add to the 
association by a considerable amount. 
As Mr. Day said, the purpose of the 
field club has largely been eliminated 
through the development of the Chicago 
association. He said that there was a 
real need for such a body at the time of 
its organization, but that need has been 
removed. He said that the new plan of 
representation in the association would 
give the field men what they wish to 
gain in the field club and also put the 
weight of a larger body behind them. 


Would Spread Through Country 


This adoption to the “house of repre- 
sentatives” plan is unique in association 
activities and if Mr. Day succeeds in 
receiving the approval of the entire 
body, he will have much to his credit. It 
is a plan that is more strictly in line 
with present-day life insurance condi- 
tions. Where the past association ap- 
pealed mostly to the general agent, ar 
he was the only man who could afford 
to travel and pay administrative ex- 
penses, today the field man is in a new 
and higher position and can undertake 
that work himself. The field man is 
now a community figure and fits more 
naturally into such activities. This is 
not only true of Chicago, but of every 
other place in the country where there 
association. Its spread through 
number of local associations 
National Association itelf is 

to follow and it is with this 
Day is especially de- 
the plan in full opera- 


is an 
the great 
and the 
very likely 
in mind that Mr. 
— of having 


tion by the time the National Associa- 
tion meets in Chicago next year 
Institutional Advertising 


There are several other matters of 
importance to be brought before the 
October mecting, one of the most im- 
portant being the plan for institutional 
advertising on the part of the Chicago 
association. Mr. Day is an ardent advo- 
cate of this publicity and believes that 
especially in Chicago such group adver- 
tising of the institution of insurance 
would bring tremendous returns. H«< 
will probably unfold a program of gen- 
eral publicity and seck the cooperation 
of all association members. These busi- 
ness features of the mecting will be put 
through with Mr. Day’s usual speed and 
ability and the remainder of the program 
given over to one of the excellent speak- 
ing programs, which have been arranged 
by President Day all this past year. 


Farmers & Traders Report 


The New York department has com- 
pleted its report on the recent ex- 
amination of the Farmers & Traders 
Life of Syracuse, N. Y., organized in 
1912 by the Grange 
life business on the non-participating 
basis. The examiners report shows 
the company is making good progress 
and since Jan. 1, 1922, has paid 2 per- 
cent quarterly dividends. They state 
that there has been a substantial growth 
in the business and a satisfactory im- 
provement in the financial condition of 
the company. Further the 
economically administered. 


being 

Ledger assets, Dec. 21, 1921, were $1,- 
006,599; total premium income, $157,912; 
total income, $187,436: total disburse- 


assets, $1,148,791; 


only 


ments, $94,205; total 
ind surplus $104,278. The 





interests to do a | . 
| and brick, 


company is 


criti- | 


cisms in report had to do with general | 


proper al- 


bookkeeping practices and 
which will 


location of expense items, 
be corrected. 


Puts On Building Campaign 
The Western & Southern Life is put- 
ting on a “New Home Office Building 
Campaign.” commencing with the week 
of Sept. 25, and continuing for 21 con- 
secutive weeks 





THE 
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COMPANY IS IN FINE SHAPE 


Three Insurance Department Make a 
Report on the Company—Has Over 
$78,000,000 in Force 





rhe lowa, Kansas and Oklahoma de- 
partments have completed an examina- 
tion of the Merchants Life of lowa as 
of June 30 last and the figures were also 
gone over by Miles M. Dawson & Son, 
consulting actuaries of New York City. 
The company is found to be in most 
excellent shape, it having insurance in 
force on July 1, $78,676,888. It has on 
deposit with the insurance department 
to protect policy contracts $4,473,610. 
Its surplus to policyholders on March 


31 last was $505,968 and as _ brought 
down to date by Miles M. Dawson & 


Son, the figure on July 1 was $551,231. 
The admitted assets were $5,484,127, 
the capital $400,000 and net surplus 
over and above capital and all liabili- 
ties $151,231. 

President William A. Watts is being 
congratulated on the showing that has 
been made. The company is gaining 
ground all the time and is held in high 
regard by the insurance fraternity Ye 
general and by its agents in particular. 
The bulk of the assets are in first mort- 





gage loans, the amount being $4,- 
176,959. 
Agency Officers to Meet 

The annual meeting of the Associa- 
tion of Life Agency Officers will be 
held in Chicago, November 10-11. Head- 
quarters will be at the Drake Hotel. 
W. E. Taylor, vice-president of the 
Equitable Life of New York, is chair- 
man of the organization, and A. G. 
Borden of the Equitable, secretary- 


Both are now at work upon 
the program, which will be announced 
within the next week or ten days. It 
is expected that the mecting will he 
one of the most important in the his- 


treasurer. 


tory of the organization, as great dk 
velopments in life insurance work have 
been made during the past year. 


BANKERS RESERVE NEW BUILDING 





PAYS ONLY FLAT COMMISSION | 
| 





Will 
Against Small Policies of Less Than 
$5,000 in Amount 


Not Discriminate Hereafter, 


Phe Aetna Life is changing its agency 
contracts as of Oct. 1 \t the present 
time the agents are paid a flat commis- 
sion and some of them an extra amount. 
General agents are obliged to take a re- 
ceipt from the agents for the extra com- 
mission. These have to be sent to the 
home office before the additional com- 
mission is paid. This has been unsatis- 
factorv to the general agents. For in- 
stance where an agent has left the 
company it has been necessary to get 
his receipt before the additional com- 
pensation would be paid on renewals 

In the second place the Aetna Life 
has paid a higher commission on poli- 
cies above $5,000. 

As of Oct. 1 it will pay only a flat 
commission and will pay the same com- 
mission for all policies regardless of 
size 

The lower commission for the small 
policies did not cut so much figure in 
the large cities, but in the country dis- 
tricts agents felt that they were not 
placed on an equality with the big city 
men. This frequently resulted in coun- 
try agents taking their business to other 
companies where they could get a 


higher commission. 
Wives’ and Mothers’ Month 
Phe Missouri State Life, which styled 


September Wives’ and Mothers’ Month, 
reports that up to Sept. 22 business was 
$2,000,000 ahead of September, 1921, an 
mecrease ot 41 percent \ goal of $12,- 
(00,000 was set for September and judg 
ing from the way the applications have 


been pouring into the home office the 
past several days this mark will be 
attained. In August the 1,000 salesmen 


Life placed more 


business 


for the Missouri State 
than $10,000,000 in new 





A fine structure now 
being built in Omaha is 
the home office of the 
Bankers Reserve Life, 
shown herewith. The ex- 
cavation for the deep 
foundation is made. This 
new 10-story building 1s a 
fit companion to the large 
structures in the neighbor- 
hood. It will be of stone 
steel and con- 
crete with elaborate orna- 
mentation in the cornice 
and top story. The portal 
is a work of art. Another 
distinguishing feature is 
the large use which will be 
made of the finest marble 
in the construction of 
floors and wainscoting as 
well as the rotunda. The 
company will occupy the 
three top stories and the 
rest of the building will be 
rented. The contractor 
promises to have the 
building ready by May 
This building attests the 
splendid success which the 
Bankers Reserve Life has 
attained, and marks the 
25th anniversary of the 
founding of the company. 
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The company’s expansion 


has been made during the last six or | ident; W. 
cight years under very capable manage- | C. 
| ment. composed of R. L. Robison. pres- 


o~ ‘ : 

G. Preston, vice-president; R. | 

Wagner, secretary-treasurer. It is | 
operating in 35 states 


nov 


Guardian 


'She enjoys the distinction 


1922 


saphena 28, 
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[REPORT ON MERCHANTS | AETNA CHANGES PLANS. FIGURES FOR 25 YEARS 


DATA ON MICHIGAN WRITINGS 


Interesting Compilation Covering Busi- 
ness of all Companies Made by 
Detroit Agency 


Johnston & Clark, general agents at 


Detroit of the Mutual Benefit Life 
through their statistician, M. W 
Savage, have compiled some interesting 


tables showing the results of 25 years 
of life insurance work in Michigan, and 
giving " detail the volume of business 
written by the various companies doing 
business in that state. The tables in 
clude every company having more than 
$5,000,000 of insurance in force in 
Michigan, Dec. 31, 1921. 

The figures are based 
ports of the insurance 
the state, and are 


upon the re 
1 department oi 
as follows: 


Companies Doing Business in Michigan 
Prior to 18097 


Tot ul 


Insurance 
in force 

2/31/21 
l $103.783.000 
142 347000 100,216,000 
157'809'000 9,044,000 
117 


Company 
Mut. Benefit. 3 
N. W. Mutual 
Metropolitan 






















New York Life 17,250,000 53,651,000 
Mutual Life . . $5,264,000 60,905,000 
Prudential .... 91,792,000 53,792,000 
Mass. Mutual .... 78,633,000 16,429,000 
Equitable, N. Y.. 91,000,000 .391,000 
eee . ; 84,05 6, O00 943,000 
Travelers . 64,3 745.000 
New Engl: ind te $0,516,000 

John Hanceck ... 43,043,000 27,222,000 
Sun of Canada.. 55.642.000 2¢ 
Michigan Mut... 57,517,000 of 

Penn Mutual .. 26,867,000 1 
Provident ..... . 27,613,000 16 

Union Central.... 27,180,000 li 

OS See 26,062 2.000 14. . 
Canada Life 21,332,000 12,282,000 
Equitable, Ia 16,783,000 11,184,000 
State Mutual 22.260,000 10,963,000 
Conn. Mutual 16,096,000 9,985,000 
Phoenix Mutual... 1 8,931,000 
Berkshire 1 8.425.000 
Conn. Gener: il. 1 7.268.000 
National, Vt ] 6 





Ss 910. noo 
9.169.000 
2 058,500,000 1,157 





5.708.000 
619,000 


Pacitic Mutual 
All companies 
reports a small amount of 
written was included 
a slight dis- 


In some 
gxroup insurance 
with ordinary, which causes 
crepancy in some companies. 


Companies Entering Michigan Since 1897 





Total Insurance 
insurance in force 

Year Company issued 12/31/21 
1899 State Life $13,341,000 3.0K 
1899 Fid. Mui..... 16,535,000 000 
1899 Tllinois Life. 31,544,000 269.000 
1900 Federal. . 13,460,000 000 
1903 Manufact'rs 17,950,000 000 
1908 Mo. State... 7.790.000 000 
1907 Am. (Nor.) 417.593.0900 nnn 
1907 Tine = Ns it.. 32 000 000 
1910 Reliance... 11.314.000 .933,900 
1911 Bankers, Ta. 23.939.000 2 3.000 
1811 Detroit $3,697,000 25.3 00 
1911 Peoria 10,364,000 a non 
1915 Grange 19.787.000 11,933,000 
1915 Merchants 18,293,000 13.927. 000 
1915 West. & S 9.170.000 1 RE4,000 
1916 Acricul. 15,424,000 10,881,000 
1918 Ohio Nat 10,253,000 7.744.000 


assessment business written 
in the prior to admission as legal 
reserve companies, of which a proportion 
is still in force, 


*Includes 


state 


Great American Five Years Old 


The Great 
son. Kan., celebrated 
sarv last week. The 
business in Hutchinson five years ago 
having as equipment two chairs, a 
typewriter and a stenographer. Today 
it has an agency force of about 100, and 
approximately $6,000.000 of insuranc« 
in force. It has collected $737,827 o: 
premiums up to date. The Great 
\merican is one of the prominent busi- 
institutions of Hutchinson. It 


American Life of Hutchin 
its fifth anniver 
company started 


ness 

owns and occupies a beautiful home 
office building in its home citv. which 
is conceded to be one of the finest 


structures in that section of the state. 
Stephen M. Babbitt, president of the 
comnany, is largely responsible for the 
excellent showing that has been made. 


Mrs. G. Harvey Clarke, mother of 
| George Stanley Clarke, ceneral agent at 
Richmond, Va.. for the Minnesota Mutual 
Life, was elected last week to member- 
ship on the Virginia State Library Board. 
of being th: 
board 


first woman ever elevated to the 
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MUCH HEADWAY MADE - —— | SAYS INSURANCE IS 
DURING THE LAST YEAR AMERICAN LIFE CONVENTION NOTES | MUCH TOO INSULAR 
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| The local . , - -pe ~ . . > a 
: : , 1c local committee at Milwaukee Harry L. Seay of the Southland a mes- , , 
American Life Convention Took a|p-:ovided handsome entertainment for | sage of condolence was sent. Chicago Banker Declares the Busi- 
: . the visiting ladies under the guidance of Ss 3 Ss . : 
Step Forward in Its Service adh Wisc - eee he Mil ‘ : ke ness Must Line Up With 
Wives of isconsin company officials. The Milwaukee Life Underwriters 
to Members hey were taken to a luncheon Association had handsomely printed Other Lines 
Wednesday at the Milwaukee Country | greetings handed to every one at the 
Club and later were shown through the | meetin he statement read 
lant« the P ] > ‘ } The \AMilwaul \ iation , Lif 
Teo ~ ~ ~ ] nts of the Palm Olive Company and n IWalke ssociation <« bite 23 — . = > 
ITS MAIN ACHIEVEMENTS |!h. Phoenix. Hosiery Commins. On | Underwriters welcomes von te Mik {ISSUES A CALL TO ARMS 
Thursday the ladies were taken on a/| waukee as a member of th Ameri n | 
long drive through the lake region vis LSie Convention, Our entire member 
hy; ‘ ’ . " , , . 
New President Is An Orthodox Under-|/iting Waukesha and Oconomowoc. ship ts a ac! command Use us Declares that Underwriters Are Not 
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medium through which to solve social 
and economic problems. The political 
forces, however, always have their ear 
to the ground and frequently listen to 
the loudest voice. Mr. Wheeler com- 
mended President Harding for vetoing 
the soldier’s bonus bill in spite of public 
clamor. He said that it showed the 
need of some check on political power 
and organization. 
Social Group 


The next group is the social group. 


This is composed largely of the 
churches, and various denominations, 
which control social relations. This 


group is dominated by a common prin- 
ciple but the interpretation of this prin- 
ciple is decidedly different. In spite 
of the value of the churches they do 
not touch economic life. They advise 
but they do not battle for the conclu- 
sions they reach along economic lines. 
They don’t take off their coats, fight 
and carry through. 
Farmers Are Organized 


The next organized force is that of 
agriculture. ‘This force is building a 
very strong organization. At the pres- 
ent time it is building largely for itself. 
Undoubtedly the farmers have been 
confronted with a terrific depression. 
At the same time they do not deal with 
the larger problems and are looking 
after their own interests. 

The next force is that of labor. This 
is a militant force. It has gained all 
its ground by militancy. It took its les- 
son from the industrial organized life 
of the country years ago. It has used 
the tactics that were employed by the 
old business organizations. It has 
gained its ground by fighting. It is a 
great menace today. 

Force of Organized Business 


The next force is organized business 
Mr. Wheeler said that the countrj§ in 
his opinion, must rely on this force to 
correct present evils. Undoubtedly or- 
ganized business is partly responsible 
for the many evils and unfortunate con- 





ditions in the country today. Mr. 
Wheeler said that in his opinion the in- 
surance organizations must align them- 
selves with organized business. It 
should align itself with this group and 
interest itself in everything that tends 
to the betterment of life in this co.pf- 
try. 

He said that organized business is 
still subject to political attacks. Legig-. 
lators are not yet ready to accept the 
conclusions of organized business as to 
the solution of economic problems. 
Law makers are suspicious of organ- 
ized business. They expect it to fight 
its own battles. This attitude, -of 
course, is retarding progress. Notwith- 
standing this position of the legislators 
he said that organized business must 
let its views be known. 


Must Use Spokesmanship of Business 

Every business line must tie itself up 
with this spokesmanship. When or- 
ganized business speaks, it must not be 
the voice of the individual but the voice 
of general business and it must pre- 
sent its service. He said that it is not 
possible for a legislator to have know!- 


edge of all the different questions that | 


come before him for consideration. He 
must listen to different groups. These 
large groups must be the spokesmen 
for the individuals. Mr. Wheeler said 
that organized business has gotten out 
of the stage of being only for itself 
or the advantage of its own group. 
Now in Corrective Stage 


It has passed into the corrective stage. 
He said that the public does not appre- 
ciate this change. He contended that 
organized business is ready to admin- 
ister corrective measures to its own 
members and remedy any injustice to 
the public He asserted that this is 
seen in the attitude of the Chamber of 
Commerce of the United States in tiie 
coal situation. The coal operators as- 
sumed a dictatorial attitude. The or- 
ganized business of the country plainly 
told the operators that unless they 
agreed to sane and conservative meth- 





|} away too much 





ods of operating coal and delivered it 
to the country at a reasonable price, or- 
ganized business would be arrayed 
against the coal people in every possible 
way 

Mr. Wheeler said that normal pros- 
perity will not return to this country 
until its relationships with other na- 
tions are adjusted. He said that organ- 
ized business must find the answer for 
these economic international problems. 


Too Much Paternalism 


Mr. Wheeler said that out of the war 
has developed paternalism in this gov- 


ernment. During the war time federal 
agencies were created so that there 
could be immediate and authoritative 


action. Many men were called into gov- 
ernment service and enjoyed this tem- 
porary power. They saw what could be 
accomplished through federal control. 
Many of these agencies are still carried 
over. Mr. Wheeler said that this is an 
un-American tendency. He declarea 
there is too much centralization in one 
point. Federal governemnt has taken 
from the states. He 
said he regarded this as a very danger- 
ous position. The police power should 
be restored to the states. He declared 
that this country cannot grow by means 
of paternalism. The tendency today is 
to increase federal authority and to add 
greater regulatory power and control 
to the federal machinery. He said the 
country should get back to individual 
mitiative and genius and_ enterprise 
should be properly rewarded. He said 
that if this is not done normal condi- 
tions will not return. 


Passes Through Three Stages 


Mr. Wheeler said that originally 
when a line of business organized it did 
so for selfish reasons. In appealing to 
those eligible for membership that was 
the main reason it assigned for enlist- | 
ment in the organization. The next 
stage was the desire to develop tech- 
nical science or trade efficiency. 
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those appealed to asked the question, 
“What is there in it for me”? Now, 
he said, business organizations are get 
ting away from the stage of self inter- 
est and increasing technical and trade 
efficiency and have reached the stage of 
public service where they are correct- 
ing and adjusting abuses, both on the 
inside and outside. When business or- 
ganizations reach the latter stage, they 
and the public must work together. 


Are Over Regulated 


Mr. Wheeler said that insurance or- 
i utilit: 


ganizations, banks and _ public 

corporations are supervised more thar 
any other activity. The public levies 
heavy imposts on these activities. They 


must lay open everything they do to 
public scrutiny. Thus, they suffer more 
than industrial concerns, for example 
Mr. Wheeler said that the public does 
not visualize the effect of trade taxation 
on the individual. He can’t see, feel or 
understand this system of indirect taxa- 
tion. He does not fear or concern him- 
self with this form of impost. While a 
system of direct taxation arouses pub- 
lic interest, indirect taxation does not 
have this effect. 


Should Go to the Public 


Mr. Wheeler took the position that 
insurance people should try to interest 
the public in the business and let the 
people see any injustice that is done by 
legislators. If an appeal is made to re- 
lheve any condition, the insurance peo- 
ple must demonstrate that they are not 
seeking exemption from taxation, per 
se, but they are attempting to seek av 
adjustment of a burden so that it will 
not be inequitable. He said that un- 
coubtedly the tax burdens are growing. 
If, however, the insurance people want 
the public to help them they must be 
able to show the public just what the 
taxes paid to the insurance companies 
mean in the way of individual premiums. 
He believes that it might be well in 
rendering a bill for insurance to show 
the amount paid for insurance itself and 
amount paid for the tax. 














OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets 


$21,300,000.00 





Bankers Life Insurance Co., 
Lincoln, Nebraska. 


GENTLEMEN: 





. paid up policy for $1,000.00. 


ance Co. of Nebraska, 


KEARNEY, 


Settlements like these certainly make insurannce worth while. 


Sincerely yours, 


McCLELLAN HYATT. 


If interested consult one of our agents or write Old Line Bankers Life Insur- 
14th and N Streets, 


Lincoln, Nebraska. 


NesrRASKA, July 28, 1922. 


Twenty years ago | took a ten payment life, twenty year settle- 
ment policy for $1,000.00 with an annual premium of $59.15 and today your agent, 
Mr. R. B. Bennett of Kearney, has handed me your draft for $451.50, the surplus 
on this policy and a paid up participating policy for $1,000.00. 


This I consider a very remarkable settlement, as I have received all my money 
| back, except $140.00 and have had twenty years of protection and now a fully 








BANKERS LIFE INSURANCE COMPANY 


TEN PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebr. 
caweaenee McClellan Hyatt 


Name of insured 
Residence ........ 
Amount of policy.. . 


Total premiums paid... . . 


SETTLEMENT 


Total cash paid Mr. Hyatt...... 
And a paid up participating policy 
for $1,000.00 


If interested in an agency or policy contract write Home Office, Lincoln, Nebraska 





........-Kearney, Nebr. | 
..... $1,000.00 | 
591.50 


"eee ee wee 


. $451.50 
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CONDENSED FINANCIAL STATEMENT 


MERCHANTS LIFE INSURANCE COMPANY 


DES MOINES, IOWA 
as of June 30, 1922 


Ledger Balance March 31, 1922, as established by MILES M. 
DAWSON & SON, Consulting Actuaries of New York City, and 
as per report on JOINT EXAMINATION of the Company by 
the Insurance Departments of IOWA, KANSAS and OKLA- 








Da cis 0-06. 6'605 404060 000600400R65 560 DURE OnE ene Re ene $5,035,808.24 

Income 

Total income for period April 1, 1922, to June 30, 1922, 

as taken from the Company’s books................ $ 575,911.25 

Disbursements 

Total disbursements for period April 1, 1922, to June 

30, 1922, as taken from the Company’s books....... __ 426,882.27 

Excess of Receipts over Disbursements............  ......eee. ___ 149,028.98 

ck ie cee a ednadeieareated (kewenenwwls $5,184,837.22 

Ledger Assets 

EE ee er Pe Pee ee ee $ 1,400.00 

Mortgage Loans on Real Estate.................. 4,176,959.19 

Policy Loans and Premium Notes................. 452,960.63 

a’. 2 3 a eee 283,850.80 

Cash in Banks and Company’s Office.............. 195,303.52 

Bills Receivable and Agents’ Balances............. __ 74,363.08 

Lierer Fimmets Te FU, TOS. occ cic ccceccscecvews $5,184,837.22 

I I oc oat 045g abode cee h baew ee 381,503.58 

EE SERRE ee re rae gtr Sy Sn Ny $5,566,340.80 

Te ee 82,213.42 

sn ccicnevuwsa 5 + sia daccasndewas $5,484, 127.38 

Liabilities, Capital and Surplus 

Policy, Disability and Claim Reserves..............$3,957,412.04 

ee ee ee eee 891,823.74 

CE Cue akin cecdabeatodaweke apes ___ 83,660.42 

Total Liabilities Exclusive of Capital and Surplus.... $4,932,896.20 

Capital Paid-up in Cash. . $ 400,000.00 

Unassigned Funds (Surplus) 151,231.18 551,231.18 
$5,484, 127.38 

SURPLUS TO POLICYHOLDERS at March 31, 1922, as estab- 

lished by MILES M. DAWSON & SON, Consulting Actuaries of 

New York City, and as brought out in the report on JOINT EX- 

AMINATION of the Company by the Insurance Departments of 

DEPOT A, Ti ADeere Gi CRRA, 0 ccc stccccccccceveecseces $ 505,568.26 

SURPLUS TO POLICYHOLDERS at June 30, 1922, as estab- t 

lished by MILES M. DAWSON & SON, Consulting Actuaries of 

SO CE SN neh dad atid eee MCA EEE weed nae 4060 sae oaat $ 551,231.18 

SECURITIES ON DEPOSIT with Insurance Departments to pro- 

I a caccedl os vastebedewebhas ¢tiécecceaduens $ 4,473,609.88 

INSURANCE IN FORCE June 30, 1922............ cc ccc ccc cee $78,676,888.00 


JOIN THE “‘LIVE ONES’’ 
For Agency Appointments apply to WILL AM A. WATTS, President 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 
anfiten 
Contract direct with the 
Company. 
offen 
Over $125,000,000 of in- 


surance in force. 
emf Jun 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 























HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 























EMMET C. MAY GIVES 
SOME SOUND COUNSEL 





Tells Some of the Factors That 
Enter Into the Selection 
of Agents 


KEEP CLOSE TO THE MEN 


President of the Peoria Life Advises 
Closer Contact with Salesmen 
After Their Appointment 


President Emmet C. May of the Pe- 
oria Life in one of the symposium dis- 
cussions on selecting agents made a 
very impressive talk at the American 
Life Convention meeting last week. He 
said that in appointing agents, some- 
times an agency manager feels that he 
can make some rules that will hold 
good in all cases and yet someone 
comes along and upsets all the calcu- 
lations. He believes however that some 
things can be relicd on as a guide. 

In the first place Mr. May said that 
so far as his company is concerned it 
is interested in the personal history of 
the men it is seeking as an agent. Mr. 
May said he tried to get a picture oj 
the agency prospect as the man pre- 
sented himself. The applicant for the 
agency naturally has some conception 
of his ability, his situation and life in 
general. What Mr. May tries to do is 
to get the search light out and ascer- 
tain what he can about the man himsel! 
He wants to know something of his 
surroundings and his home conditions 

Must Have Earnestness 


He said that every man entering life 
insurance should have earnestness 
about the business itself. He should 
have a vision of what life insurance 
means. He must have sufficient ambi- 
tion to accomplish something worth 
while. There must be a willingness to 
work. A life agent should possess a 
good character. The companies must 
feel that it can trust its reputation with 
him at all times. Out in the field the 
agent is the company. Therefore, a!! 
that the agent savs and does the com- 
pany says and does so far as that com- 
munity is concerned. 


Burden Is on the Company 


When an agent is employed, Mr. May 
said then the burden is largely on the 
company to make him a success. Ii 
he is set adrift with a rate book and 
supplies and the good wishes of the 
company go with him, he will very 
likely fail. Mr. May believes that the 
great waste in life insurance is due to 
the lack of contact after an agent is 
appointed. He is left to work out his 
own salvation. The agency manager or 
genera! agent gives him a little train- 
in~ and then sets him out in his terri- 
tory. He perhaps does not come in 
contact with his superior often and has 
to work out his problems alone more 
or less. The general agent or super- 
visor has other duties to perform and 
forgets the recruit in the field. He be- 


comes discouraged and quits. Mr. 
May said that the new agent needs 
much help and _ cooperation. The 


company should keep in close touch 
with him and get him over the blue 
days. Mr. May said that too much 
stress cannot be put on these opening 
months of an agent’s career. They are 
vita! to him and the company. He said 
that in his opinion companies should 
appoint fewer men as agents, but 
should give them a substantial train- 
ing and stay with them until they are 
a sticcess, 

Mr. Mav said that his company found 
that it could not make good agents out 





of agents of other companies because 
they came to it with pre-conceived ideas. 
He has only four men in his organiza- 
tion that had experience with other 
companies. He said that it is the policy 
of his company to tie itself very closely 
to its men. It endeavors to make its 
agents satisfied with what they are get- 
ting and what they are doing. If they 
are dissatisfied then of course, they be- 
come prey for other companies. He 
said that the Peoria Life endeavors to 
hear all about what its men are doing, 
how they are living, the conditions in 
their homes, whether they are satisfied 
with what they are making and so on. 
He said that when agents of other com- 
panies are employed, their chief obfect 
seems to desire to change the rules of 
the new company. 
Advances to Agents 


He said that careful training after an 
agent is employed is very necessary. It 
is far more necessary than the training 
that is received beforehand. He said 
that it is necessary to make a man a 
life insurance booster. He said that he 
felt that it was a gret mistake to ad- 
vance money promiscuously to life in- 
surance men. He asserted that if a 
man had been tested and not found 
wanting and found himself pinched 
temporarily, a company would be justi- 
fied in helping him. He believes that 
during four months the company can 
find out whether a man has the making 
of a life insurance salesman in him, 
An agent should find himself in that 
time. He said that a company would 
not be justified in financing a man 
ionger than four months. 

No Downs-and-Out 


Mr. May advised companies against 
the hiring of agents who were down and 
out, who have made a failure of other 
callings and were simply coming to in- 
surance to tide themselves over. He 
said that the Peoria Life had met with 
great success in getting traveling sales- 
men who were already employed and 
who were making good in their jobs. 
He said that it was a big mistake to 
employ salesmen that cannot be trusted. 
Men who are given to clever tricks and 
taking advantage of those with whom 
they have business relationship will get 
a company into no end of trouble. 

Mr. May said that so tar as his com- 
pany is concerned no territory is as- 
signed to a man who has other busi- 
ness interests that are occupying any 
great part of his attention. He does 
not believe that it is possible for a com- 
pany to make a connection of that kind 
profitably and satisfactorily. Another 
thing, Mr. May said that he never em- 
ployed an agent who had magnificent 
schemes to produce a large amount of 
life insurance without work. He said 
that there are abundant opportunities to 
employ these schemers. They have a 
great vision. Their imagination runs 
riot. He said that good life insurance 
is not produced by any other means 
than industry and brains. 





California’s New Home Office 


The California State Life of Sacra- 
mento, Cal., has announced its plans for 
a new home office building, to be one of 
Sacramento’s most modern office build- 
ings and one of the largest of its type 
in California. The plans call for a 12- 
story building running 100 feet each 
way from the corner, with an additional 
two-story tower. The outside will be 
finished in terra cotta with a granite 
base, over a reenforced concrete struc- 
ture. The building will have all of 
the most modern office conveniences 
and will have excellent elevator service 
Tests are now being made of the ground 
and as soon as this is completed the 
construction work will be taken up. It 
is expected to cost $650,000. The Cali- 
fornia State Life will occupy one en- 
tire floor and probably part of another. 


Barney Pearson is in Minneapolis ar- 
ranging to put on a course in salesman- 
ship for life underwriters. It is expected 
the course will be opened early in No- 
vember. 
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Dependable Life Insurance Men 


Solving the problems of future 
insurance success by giving the 
highest and best type of life in- 
surance counsel is a most com- 
mendable practice. The life 
insurance man who operates his 
agency in this way has no fear 
for future business success. 


Aided in his efforts to establish 
himself in his community as a 
dependable insurance man, the 
agent has the Central Life of Illi- 
nois. Certainly, every facility that 
a home office can muster, should 
be placed at the agent's disposal. 


In addition, his company should 
aid him in using these facilities 
to their greatest advantage. 
Agents of the Central Life have 
this type of home office assist- 
ance. Ihey use it and their 
position as dependable life in- 
surance men is established. 





GOOD AVAILABLE OPEN 
TERRITORY in the following 
states, to-wit: Illinois, Iowa, 
Minnesota, Michigan, Nebraska, 
Kansas, Missouri, Texas and 


South Dakota. 








OTTAWA, 


ILLINOIS 
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American Life Convention 


THE meeting of the AMERICAN Lire 
CONVENTION at Milwaukee last week was 
indicative of the harmony that exists 
among the life companies east and west. 
The program was a constructive one. 
Much credit for the meeting belongs to 
the retiring president, Harry R. Cun- 
NINGHAM, vice-president of the MonTANA 
Lire, a good fellow, a diplomat, a man of 
pleasing personality and one who believes 
very heartily in his work. 

In the readjustment brought about by 
the AMERICAN Lire CONVENTION com- 
panies joining the MepicaL IMPAIRMENT 
Bureau of Boston, there has been no fric- 
tion. The companies are satisfied with 
the new plan. They gave up their own 
impairment bureau feeling that it would 
be wiser in an important movement like 
this to join hands with the older bureau 
in order to disarm all friction and criti- 
cism. 

The fact that the new inspection bureau 
of the AMERICAN Lire CoNVENTION, the 
AMERICAN SERVICE BuREAU, is to be put on 
a stronger financial basis, will mean a 
more comprehensive organization along 
this line. The AMERICAN Service Bureau 
has been battling along with a broken 
wing, so to speak, in that the companies 
did not rally to its support as they might. 
Some of the leaders of the organization 
have given much time and effort to the es- 
tablishment of a serviceable inspection de- 
partment. The thought now is_ that 
AMERICAN ServICE BurEAU will secure far 
more patronage from the AMERICAN LIFE 
CONVENTION companies. Certain it is that 


The Small Town Agent 


LIFE insurance men in small towns 
are often of the opinion that they could 
greatly increase their production if they 
could only operate in a large center of 
population. They have the idea that if 
they could make headquarters in a large 
city, the population alone would insure 
a large number of prospects and the 
sailing would be comparatively smooth. 
As a matter of fact, the average life in- 
surance man in a small town is in a 
particularly fortunate position. He is 
closer to his prospects and does not 
have to do the preliminary work in con- 
nection with the writing of a case that 
has to be done by the producer in the 
large city. The small town man is defi- 
nitely identified with all of the town 
activities. He is known to perhaps 75 


percent of the people of the community. 
There is never any question on the part 
of prospects as to his lonesty or relia- 
bility. He does not have to sell himself, 
but only the life insurance idea. 
trast, the life insurance salesman in the 


In con- 


Manager Grorce S. GALLoway of the bu- 
reau is the right man in the right place 
and is anxious to render high-grade serv- 
ice to his clients. 

Particular credit belongs to the com- 
mittee under the leadership of CHARLES 
H. Beckett of the State Lire, who 
brought forward the results of their re- 
searches and study in the subject of sub- 
standard risks. This is a topic that needs 
most careful thought and painstaking at- 
tention. It is ground that has not been 
explored so very far. It has been a ques- 
tion whether smaller companies are justi- 
fied in writing underaverage risks. Mr. 
Beckett and his committee deserve par- 
ticular credit for the exhaustive research 
they made and the material they collected. 
The report will be read with great interest 
and profit by all interested. 

At the suggestion of Dr. HENry Wire- 
MAN COOK, vice-president and medical di- 
rector of the NorTHWESTERN NATIONAL 
Lire, another committee was appointed to 
make a survey, it to give its attention to 
the permanent and total disability clause, 
the practices the companies have estab- 
lished, the methods they are following, the 
danger of extreme liberality and other in- 
fluences affecting the total disability cover. 
This is a most important work to be done. 
The companies are finding more or less 
dissatisfaction with the way the disability 
clause is working out. The AMERICAN 
Lire ConvENTION will contribute again to 
the welfare of the business through this 
committee, which is sure to render valu- 
able service. 


big city has to do cultivation work, has 
to convince the prospect that he is re- 
liable and has, in brief, to gain favor in 
the prospect’s eyes before he is per- 
mitted to go thoroughly into the ques- 
tion of life insurance. 

All of the advantages that the coun- 
try agent has in his own territory would 
be lost to him if he attempted to write 
business in the city. Similarly, the big 
producer from a large city is not often 
able to make a very strong showing in 
the country districts, because the people 
do not know him and are hesitant about 
doing business with him. The country 
agent seldom has to resort to high pres- 
sure methods. He has established him- 
self in the community, is well known to 
his prospects and does not have to wear 
himself out in an attempt to get the 
signature on the dotted line, 


Everysopy seems to be agreed it’s not 
hard work that breaks men down—it’s 





worry. 
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N. H. Weed of the “Insurance Sales- 
man” in his rounds found a very good 
story involving the recent “Ail Star 
Convention Issue” 
“Insurance Salesman” pulled off a novel 


stunt by having the leading producer ot | 


each company attend a “paper” conven- 
tion, supposed to have been held in the 
Edgewater Beach Hotel at Chicago. 
The story ran in the manner of the pro- 
ceedings of a convention. 

One of the companies received a let- 
ter from one of its leading producers 
stating that a competitor had told him 
about going down to Chicago to attend 
this convention, staying three days at 
the Edgewater Beach Hotel and return- 
ing after a very enjoyable trip, having 
had all of his expenses paid. This 
agent, therefore, protested that his com- 
pany did not send him to this conven- 
tion. The official was glad of the op- 
portunity to get back at his agent and 
advise him that his competitor had a 
very vivid imagination, as no convention 
was really held. 

M. E. Singleton, president of the Mis- 
souri State Life, has been appointed 
chief of the Federal district ordnance 
office, in charge of a peace time survey 
to find where the government in an 
emergency can get what it wants when 
it wants it. During the World War he 
had charge of the district ordnance of- 
fice and was highly complimented by 
Washington for his splendid handling 
of the post. His past experience led 
to his selection as head of the peace 
time survey in his district. 


At the dinner of the American Life 
Convention at Milwaukee last week, 
there was considerable gridiron stuff 
prepared. In one of the questionnaires 
J. V. Barry, fourth vice-president of the 
Metropolitan Life, was asked why he 
seemed to be so very much fatigued. 
The answer was that he was exhausted 
from preparing so many speeches for 
Job Hedges, general counsel for the 
Life Presidents Association. Later 
when Mr. Hedges was called upon to 
talk he said that he deeply regretted 
that the news had gotten out that Mr. 
Barry had prepared all the remarks 
that he gave from time to time. He 
said that up to that time Mr. Barry had 
lived peaceably in the east in a sort ot 
incognito state. Now that the revela- 
tion had come that he was the autho: 
of the Hedges speeches, he said that 
Mr. Barry would undoubtedly be in 
great danger and might be hanged te 
the nearest lamp post by an infuriated 
populace. 

Tohn H. Stevens, assistant to General 
Agent Drake of the National Life of 
Vermont in Chicago, has returned from 
his summer vacation in Estes Park, 
Colo., richer both by the summer vaca- 
tion and by the purchase of the Rocky 
Mountain Boys Camp in Estes Park. 
Mr. Stevens has purchased 135 acres in 
the park from two sons-in-law of Rev. 
John Timothy Stone, of the Fourth 
Presbyterian Church in Chicago, and 
the full equipment for the boys’ camp 
that lies in that valley. The camp is 
being enlarged and will house consid- 
erable more boys next season. With 
the purchase of the land 35 horses were 
acquired. Mr. Stevens will operate this 
camp in the summer, spending a few 
weeks in Estes Park for that purpose 
It is one of the beauty spots of the 
country. 


Charlie Van Studdiford of the St. 
Louis agency has a unique plan of ad- 
vertising the Missouri State Life polli- 
cies he sells. He has a saddle horse that 
has few equals in the United States 
and enters the animal in every horse 
show that he can conveniently attend. 
The horse won the first prize in the 
saddle rine at the Missouri State Fair 
at Sedalia, Mo., was shown four times 
and pulled down three ribbons and 


would have landed the fourth if he 


of that paper. The | 





hadn’t thrown a shoe. He also carried 
off the honors at the recent show at 
Jetferson Barracks army post, and has 
been entered in the St. Louis horse 
show, the Kansas City show and the 
International Live Stock Show at Chi- 
cago. This is the most talked of horse 
in the state of Missour: and is officially 
known as “Missouri State Life.” The 
animal always wears a blanket showing 
lis name, “Missouri State Life,” in large 
letters. 


Ray Schalk of the central branch of 
the New York Life in Chicago and star 
catcher for the Chicago White Sox, has 
written a $125,000 policy on the life of 
Willie Kamm, third baseman of the 
San Francisco Club who was recently 
purchased by the White Sox at a cost oi 
$100,000 and three plavers. The policy 
was written by Mr. Schalk and F. 
Neuberger, who are in partneiship in 
the J. A. Campbell agency of the New 
York Life in Chicago. The New York 
will retain $50,000 of the policy and re- 
insure the remainder. This is the larg- 
cst policy written on a baseball player. 
It is purely business insurance policy, 
the Chicago White Sox Club having 
taken the policy out on the life of this 
new player who will join it next year 
and premiums to be paid by the club. 
Mr. Kamm is only 22 years old and is 
claimed to be one of the greatest third 
basemen in the game today. He is in 
excellent physical condition and is an 
excellent risk. Ray Schalk is the only 
“part-timer” on the staff of Mr. Camp- 
bell, as Mr. Campbell does not believe 
in part-timers. In fact he does not re- 
gard Mr. Schalk as a part-timer as it 
is only during the summer months that 
he gives any of his time to other work 
and during those months he gives his 
entire time to baseball, so that he is not 
dividing his interest. 


John Newton Russell, manager of the 
home office agency of the Pacific Mu 
tual Life, has returned to Los Angeles 
after an absence dating from the middle 
of May, when he left on an extended 
trip to Europe, accompanied by Mrs 
Russell. The countries visited included 
England, France, Germ: any, Norway 
and Sweden. En route home Mr. Rus- 
sell made a number of stops after his 
arrival in New York, one being in 
Toronto, where he attended the annual 
convention of the National Association 
of Life Underwriters. 

\t last week’s meeting of the agency, 
Mr. Russell was presented with an en- 
grossed list of the members of his field 
force who shared in the production of 
$1,538,000 of new business during the 
period of “Russell Days,” Aug. 21-31, 
and which was covered by 396 appli- 
cations, while the number of agents 
participating was 123. 

President Isaac Miller Hamilton of th¢ 
Federal Life of Chicago, who was injured 
in an automobile accident in Ohio, is still 
at his home recovering from the mishap. 
Mr. Hamilton’s arm was not broken, but 
a piece of the driving wheel was forced 
through the bones of his hand. One of his 
iegs was also lacerated. He is able to 
hobble about in the house and will prob- 
ably get down to the office for a while next 
week. Mr. Hamilton has received a flood 
of messages from friends all over the 
country expressing their sympathy in the 
death of Mrs. Hamilton in this automobile 
accident. His election as a member of the 
executive committee of the American Life 
Convention at Milwaukee last week was in 
tribute to him as a man and also an ex- 
pression of good will at this particular 
time. 

ws 

James E. Walker, supervisor of dis- 
trict agents for Michigan for the Michi- 
gan Mutual Life, with headquarters at 
Grand Rapids, is making an excellent 
recerd for the company. Mr. Walker 
assumed his position last February. He 
had been in charge of northern Indiana 
for the company up to that time. Dur 
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ing his first month at Grand Rapids, the 
agents in the territory under his super- 
vision produced $127,000 of new busi- 
ness. In March the figure was $427,000: 
April, $580,000; May, $680,000; June. 
$757,000, and during both July and Au- 
gust the $1,000,000 mark was passed. 


Henry S. Nollen, president of the 
Equitable Life of lowa, is expected 
home Sept. 30 from an extensive west- 
ern trip to Southern California and up 
through Canada via the coast. Before 
he left Des Moines, he worked out a 
schedule of bus.ness that should be 
written each day during his absence. 
At each stop on the trip, he called upon 
the agent for the Equitable and always 
found a telegram from the home offices 
telling him the number of new appii- 
cations received since his last preceding 
stop. When he reaches home, he will 
find that the quota as agreed upon in 
advance has been fully met with pros- 
pects that later returns will show that 
the mark has been nicely passed. 


Johr F. Ruehlmann, secretary of the 
Western & Southern Life, lost his little 
son, Robert, last week, the boy having 
been killed in an automobile accident 
Mr. Rrehlmann has the sympathy of a 
large circle of friends. 


Guy C. Sanborn, who recently became 
connected with THe Nationa, UNDER- 
WRITER in its life insurance service de- 
partment, has resigned and will return 
to California where he was a successful 
producer for the Mutual Benefit in the 
Los Angeles agency. 

Frank M. Peters, president of thc 
Federal Union Life of Cincinnati, is 
one of the promoters of the Unite« 
States Grand Opera Club, midwesterr 
division, which under the direction of 
Andreas Dippel, proposes to. bring 
grand opera to the larger cities outsid« 
of Chicago and New York by a cooper- 
ative plan between the cities of Cincin- 
nati, Cleveland, Pittsburgh and Detroit 
each of which will pledge a portion oi 
the support necessary to the mainten 
ince of first class grand opera in these 
cities. 


Herman Brockman, 72 years old 
comptroller of the Missouri State Life 
died at St. John’s hospital last week 
of uremic poisoning after an illness o! 


two weeks Mr. Bockman, who wa 
born in Cincinnati, went to St. Louis i: 
1913 and joined the Missouri State Lif 


organization. He was a thorough insur- 
ance man, and very popular with hi: 
tellow workers. 

W. R. Sanders of Cincinnati, genera!’ 
nanager cf the American Liability, and 
rT. W. Appleby. president of the Ohic 
National Life of Cincinnati, left this 
week on an auto ~ohbile trip, going to 
Washington to attend the annual meet- 
ing of the Health & Accident Under- 
writers Conference there next week 
Mr. Sanders is president of the confer- 
ence. 

Octoher will he “President Anplebv 
Month” in the Ohio National Life and 
the slogan of the Builders Club for that 
month will he “Two Million—and Then 
Some.” The lareest amount the com. 
pany has ever written in a single mont’, 
was $1,900,000. 


_&. E. Rrown former secretary of the 
National Fidel’'ty Tife of Sioux Citv. 
Ta., and ‘ater a suececcful general agent 





for the Des Moines Life & Annuity at | 


the same noint. hos hecome acencvy 


manager of the Medical Life of Water- | 
loo, Ta. Mr. Rrewn pocsesses manv | 


qualifications for the wark he has un- 
dertaken and ts exnected to place his 
companwv decidedly on the map in sev- 
eral sections in wh'-h it is not now 
Madical Tife wilt 
shortly erlarce ite acvenev field in sev- 


reprecented The 


eral states to which od~iccion has heen 
asked and exnects ta male a fine show- 


ing of new hrcinece far the year 1922 in | 


its next annual statement. 
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‘‘__To Pay the Man Who 
Sweats the Blood’’ 


“My dear Mr. Lawrence:— 


“| have just read an article in the August 31! edition of 
the National Underwriter Life Edition which fully defines 
your official position and attitude of broader service. 


“You have certainly justified the practice of your Com- 
pany in having made public the fact that you are open 
for all such desirable business as the representatives of 
other kindred companies and brokers have to offer the 


Missouri State Life. 


“While yet only thirty-eight years here on earth and 


fifteen years of that period spent in the Life Insurance 
business—it does my soul good to have lived long enough 
to know beyond doubt that the next year or two will 
force the self-styled ‘Simon Pures’ to pay the man who 
sweats the blood to produce the business, both first year’s 
and subsequent years commissions, as you have pointed 


out on a non-forfeitable basis. 





In our preceding advertisement in this 
paner, we published the copy of a typical 
letter received from a leading General Agent 
of another Company regarding o1r New 
Plan of hand! ng surplus business. standard 
end s bstandard, from Agents of other 
Companies 


The letter opposite expresses the view- 
point of the man in the field who str ‘ggles 
day after day to get the b siness—the ex- 
pressions received from the Field men more 
fo cibly impress the j .stice and fairnes: of 
ovr plan than any arguments we might 
advance 


Under our New Plan, we extend to the 
Insurance Agent | ecause he is rightly en- 
titled to this recognition—liberal first year 
comn issions, guaranteed non-forfeitable re- 
newals, and the same privileges o r own 
Agents receiv>, sich as the privilege to 
qualify for Club Convention trips, partic- 
ularly the Pacific Coast trip next ly 
We have extended and liberalized ours b- 
standard coverage and are offering protec- 
tion on some form at some rate to practically 
every applicant of sound moral character 











of thousands of insurers and insurants 
become acceptable to and practiced by all reputable Life 
Companies in the near future years—just like the much 
hooted disability and double indemnity benefits which are 
now issued and eulogized by all Life Companies today.” 


“I sincerely admire your position that the Life Com- 
pany which skims the cream of physical fitness and brags 
of their low mortality renders a contemptible service, 
which is a product of miserly souls, and the field men of 
this great business have come to so regard it. 


“In all of this you have my admiration in a very big 
way because you are blazing trails of service to hundreds 


all of which will 


From a large personal 
producer of another Company 


Missouri State Life 


Insurance Company 


Life 


M. G. Singleton, President 


Accident 


Health 


Home Office—St. Louis 
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26 | 18.73) 43. 2. 2. -92)} 97.20] 62. 28.89) 35. 9.0 
+27 | 19.21) 4. 27.47] 24. 22 .85/] 97.29) 62. 29.06)| 35. 10.01 
28 | 19.71) #. 27. 24 22.81 || 97.38) 62. 29.24)| 36. 10.13 
20 | 20.24) 45. 28.54) 25 23.29)| 97.48) 62.37 29.44|| 36. 10.25 
30 | 20. #6. 29. 25 23.79)| 97.58) 62. 2. 36.41 10.39 
31 | 21. 47. 29. rt 24.31)| 97.70) 62. 29.91) 36.65 10 55 
2 | 22. 4“. 30. 26. 24.87)| 97.82] 62. 30. 36. 10.72 
33 } 22.67} 40. 30. 27. 25.45)| 97.95) 62. 30.47)| 37.18 10. 
34 | 23.36) 50. 31. 28. 26.06)| 98.00) 63. ». 37.49) 1. 
35 | mM. 61. 32. 2. 26.71)| 98.25; 63. 31. 37.83 11.33 
3 | mM. 8. 33. 29. 27.39)| 08.41) 63. 31. 38.21 11.88 
87 | 2. 8. 33. 30. 28.11)| 98.60) 63. 31. 38.62) 11.6 
38 | 26.55) &. x. 31. 28.83]| 98.79) 63. 32. 39.08 13.17 
30 | 27.46) 56. 35.55} 81.85) 29.69]) 99.01] 64. 33. 39.58 12.53 
@ | 23.4) 57. 36.45) 82.71] 30.56|| 99.24] 64. 33. 40.14 12.91 
41 | 29.47) 58. *37. 33.62] 31.48|| 99.50) 64. w. 40.74 3.4 
@ | 30. 6 38 wh. 82.46|) 99.79] 65. mM. 41.42) 4.0 
@ | 31.74) 61. 39. a5 33.50}|100.11) 65.6: 35. 42.15) 14.78 
#4 | 32. 6. #0. 36. 34.62/|100.47] 66. 36. a. 15 57 
“| cl 4. 37 85.82) /100.86] 66.5 37. 43.86) 16.45 
“| 3 6. 42. 89 37.10| | 101.30] 67.1 38. “& 17.4 
47 | 37.21) 67. “. “0 38.47)|101.80] 67.77 39. 45.91 18.55 
@ | 88.81) 69. 45. 41.86] 39. 102 68.4 4. 47.00 19.80 
a | 0. 71 47. 4 4l 102.97] 69. a. 48.37 21.20 
0) a. 73. #“. 45. 43.22) /103.65) 70.11 “4. 49.76 22.75 
a] . 75 50. 6. 45.04) |104.41} 71.07 45 51.28]...... 24.48 
| #. 7? 52. #“. 46.99) |105.24] 72.1 47. 52.92]...... 26.41 
a) @. 7 &. SO. 49.09) |106.16] 73. 2. &4.7il...... 23.55 
mw | 8&2 6. $2. 51.34) |107.18) 74.58) 51. 56.65). 30.92 
65 | 53.40! 84 58 45) 55.05! 637511108 30! 76.01 54.031! 58.7 
WITH DOUBLE INDEMNITY & DISABILITY (Waiver of Prem. and $10 Mo. Inc.) 
15 (816. 24/840. 27/829. 80/$24.81/$21 .90/$20 03 $62 .66)$45 45/835. 48/$29.17, )$36.32/$31 
16 | 16.53] 40.70) 30.29) 25.15; 22.20) 20.32// 97 62.71) 45.52) 35.55) 29.25|| 36.40] 31 89 
27 | 16.83) 41.83) 30.71) 25. 22 20.60); 97 62.78) 45.59) 35.63) 29.33/| 36.49) 32.34 
18 | 17.16) 41 31.13} 25.87) 22.83] 20.91,| 98 62.83) 45.66) 35.71) 29.42|| 36.58) 32 
19 | 17.61) 42. 31.58] 26.25) 23 21.22|| 98 62. 45.74] 35 29.51|| 36.68) 33.27 
20 37, @ 32.06) 26.64) 23 21.55|| 98 62.97) 45.82) 35.91) 29.62/| 36.79| 33.73 
21 | 18.25) 43.73) 82.53) 27. 2B 21.89)| 98. 63.05) 45.92] 36.03) 29.72/| 36.90) 34 23 
22 | 18.04) 4 33.03] 27.48) 24. 22.25)| 98 63.13) 46.02] 36.14) 29.85|| 37.03) 34.74 
23 | 19.06] 45.07] 33.54) 27.92) 24 22.62)| 98 63.23) 46.13] 36.26) 30.01// 37.19) 35.31 
24 | 19.48) 45.78) 34.08) 28.37) 25 23.00)| 98. 63.33) 46.24) 36.39) 30.18|| 37.36) 35.84) 
25 | 19.04) 46.52) 34 63) 28.85) 25 23.39)| 98 63.43) 46.36) 36.52) 30.37|| 37.55) 36.41 
26 | 20.41) 47.27) 35.20) 29.33) 25 23.81); 98 63.56] 46.50) 36.68) 30.57|| 37.75) 37.01 
27 | 20.91) 48 05) 35.80) 29.85) 26 24.25|| 98.79) 63.68) 46.63) 36.85) 30.79|| 37.98) 37.64 
28 | 21.43) 48 87] 36.42) 30 37] 26 24.71|| 98.90) 63.81] 46.79] 37.02) 31.02|/ 38.21) 38.25 
29 | 21.98) 49.71) 37.06) 30.93) 27 25.20!| 99.02) 63.95) 46.95] 37.23) 31.26/| 38 45) 38 91 
30 | 22 56) 50 59) 37.73) 31 27 93] 25.71/| 99.14) 64.10) 47.12) 37.45) 31.52|/ 38.71) 36.50 
31 | 23.17] Si 49) 38.42) 32.10) 28.47] 26.24)) 99.28) 64.26) 47.31) 37.71|) 31.80)| 38.99) 40.31 
82 | 23.82) 52 43) 39.14) 32.72) 29.05) 26.82/| 99 43) 64.44) 47.53) 37.98) 32.09)) 39.28) 41.06). 
33 | 24.51) 53 42) 39.91) 33.38) 29.65] 27.42|| 09 50] 64.62) 47.75) 38.27] 32.40)| 39.50) 41.84). 
34 | 25.22) 54.44) 40.69) 34.05) 30.27) 28.05)| 99.76) 64.82) 48.01] 38.59) 32.74/| 39.93) 42.63 
85 | 25.98) 55.49) 41.50) 34.76] 30.95] 28.72|| 99.95) 65.04) 48.29) 38.92) 33.12/) 40.30) 43.48 
36 | 26.78) 56 58) 42.35) 35 31.66] 29.42/|100 15] 65 29] 48.61] 39.27] 33.53)| 40.71) 44.38 
87 | 27.64) 67.72) 43.23) 36.28) 32.41) 30.17)/100.39) 65.55) 48.97/ 39.65) 34.00)| 41.16) 45.30) 
88 | 28.55) 58 91) 44.16] 37.09} 33.21] 30.97//100 63) 65.85) 49.35] 40.05) 34.52/) 41 65) 46.25). 
39 | 29.40) 60 13) 45.12] 37.96) 34.05) 31.81)/100 66 18] 49.76} 40.50) 35.00/| 42 19) 47.27]. 
40 | 80.51) 61.40) 46.13) 38.87) 34.94) 32.71/)101 18) 66.56) 50.21) 41.00) 35.71|| 42.78) 48.35) . 
41 | 31.58) 62.72) 47 18) 39.82) 35.88) 33.66//101 49) 66.98) 50 66) 41.55) 36.40/| 43 41/ 49 48) . 
42 | 32 72) 64.10) 48 29) 40.84) 36.88) 34.68)/101 84) 67.45) 51.17) 42.18] 37.16]| 44.13) 50.65) . 
43 | 33.93) 65 54) 49.44) 41.91) 37.93) 35.76) |102 23) 67.97) 51.72) 42.87] 38.00)| 44.89) 51.92 
44 | 35.22) 67.04) 50.66] 43.05) 39 07| 36.92|/102 67) 68.52) 52 32) 43 62) 38.92|| 45.75) 53.25) . 
45 | 36.50) 68.50) 51.94) 44.25) 40.27) 38.16/|103.15) 69.12) 52.99) 44.47) 39.94)| 46.67) 54.68 
46 | 38.05) 70.22) 53.27) 45.54) 41.55) 39.49/|103 71) 69 75) 53.74) 45.40] 41.06)| 47.68) 56.20 
47 | 39.61] 71.91] 54.69] 46.90) 42.93) 40.91//104 36) 70.43) 54.58) 46.43] 42 29)| 48.79) 57.78) 
48 | 41.27] 73.69) 56.18] 48.36) 44.41) 42.44//105.08) 71.17) 55.51) 47.57) 43.63/| 50.00) 59 49) 
40 | 43.04) 75.54) 57.76] 49.90) 45.99) 44 .08/|105 84) 71 99) 56.53) 48.83) 45.09// 51.32) 61.30 
60 ' 44.93' 77 46' 59 43' 51.55' 47 67' 45.84'|106 64° 72 88’ 57 68' 50 21' 46.70! 52 74' 63 25. 
Above rates adopted April, 1919, 
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COLUMBIA LIFE INSURANCE COMPANY 


Omaha, Neb. 


Offers General Agents contracts to District Agents in 
Nebraska, Minnesota, and South Dakota. 


A full line of up-to-date policies covering every need, 
fitting every pocket-book. Also your commission 
saved to you on your sub-standard risks. 


The producer of good, clean business can better his 
condition under a “Direct With The Home-Office”’ 


agency contract with this company. 
Correspondence invited. 


Address H. C. MASON, Pres’t. 























INSURANCE PUBLICITY 
AGENT SHGULD DO HIS SHARE 


Darby Day Presents Value of Institu- 
tional Advertising to St. Louis 
Association 


ST. LOUIS, MO., Sept. 26.—Institu- 
tional advertising of life insurance is a 
sure-fire means of selling the public 
and making it realize the benefits and 
advantages of insurance protection, 
Darby A. Day, Chicago manager of the 
Mutual Life of New York, told mem- 
bers of the Life Underwriters Associa- 
tion of St. Louis at their meeting last 
week. James M. Bloodworth, president 
of the association, presided. He ex- 
plained that the principal purpose of 
the meeting was to bring to the mem- 
bers a realization of the benefits of 
“advertising the commodity and not the 
agency.” He then outlined the plans 
that have been perfected for putting the 
system into effect in St. Louis. If 
adopted by the insurance companies of 
this section thousands of dollars would 
be raised to put insurance over by 
assessing salesmen 25 cents each on 
each $1,000 policy sold. 


Should Further Own Business 


At the outset of his address Mr. Day 
declared that insurance men form the 
only class of people in the world which 
hasn’t a definite participation in its own 
business other than that of acquire- 
ing money. He said that workers in 
almost every other line participate 
directly in some movement to further 
the cause of their occupation, citing the 
case of the union man who pays dues 
to keep up his organization and in turn 
benefits through advantages in working 
conditions and wages. 

“The only participation which insur- 
ance workers have in their business,” he 
continued, “is to acquire part of the 
money. There must be a further par- 
ticipation—that of advertising — and 
only the agents themselves and not the 
national offices can bring it to the pub- 
lic. The agent knows his own business 
and territory, the demands which his 
clients make far better than someone 
in a distant office can ever know them.” 


Advertising in Other Industries 


Mr. Day then outlined advertising 
campaigns that had been launched in 
other industries to boost the product 
and not the particular house paying for 
the ads, saying that some of the coun- 
try’s greatest shoe companies are adver- 
tising not their own particular brand of 
shoes but footwear in general. 





“If insurance companies and _ their | 
agents can be made to glimpse the pros- | 
pects that will float in after they read in | 


the papers the benefits of life insurance. 
half of their actual selling effort will be 
saved, Mr. Day said. 

Mr. Dav told of the organized efforts 
to advertise life insurance in ads in 
other cities. In Indianapolis, he said, a 
plan was in effect similar to the one 
outlined by Bloodworth. In Chicago 
and other cities, he said, the greatest 
accomplishment thus far has heen to 
send a group appeal to the national of- 
fices requesting advertising campaigns 
for the various _ territories. He 
also indorsed educational campaigns 
conducted by some newspapers as one 
of the best methods of showing the 
peonle what insurance can do for them. 

Following the close of Dav’s ad- 
dress, Mr. Bloodworth announced that 
he would immediatelv strive to bring 
the St. Louis association together into 
a larger and more nowerful group. 


Entertains Colorado Agency 


En route home from California. M. EF 
Singleton, president of the Missouri 
State Life. nlaved host ta the Dovle & 
Ralev agency, Colorado Srrines enter- 
trinine them ata banavet. He also car- 
ried off first honors in a golf match. 





MUST PLAY THE GAME 


MORTON ON AGENCY RELATION 





Volunteer State Official Says Fair 
Dealing Will Take Care of 
“Professional Ethics” 





Minor Morton, vice-president and 
agency manager of the Volunteer State 
Life, was scheduled to lead the discus- 
sion , on “Developing Professional 
Ethics” at the meeting of the American 
Life Convention at Milwaukee last 
week, but was unable to attend that 
meeting. However, he sent on a sum- 
mary of his ideas on that subject in 
which he said: 

“An infallible formula for developing 
professional ethics can be expressed in 
four words—‘Follow the Golden Rule.’ 
We can’t make each other be good by 
adopting a set of rules—it is human 
nature to want to do the thing which is 
forbidden. The American people can 
be educated but not driven. If com- 
pany officials will play fair with each 
other, the men in the field carrying their 
rate books will do likewise. 

“I know that I want to do the right 
thing, but I am not so sure about you. 
Your inclination is to be absolutely ‘on 
the level’ but you don’t know just where 
I stand. The only cure for this situa- 
tion, and the first step towards the 
development of professional ethics, will 
be a closer personal touch and a more 
intimate acquaintance among the offi- 
cials of the companies. 


Friendship in Business 


“The Chart of Ethics of the National 
Association of Life Underwriters is a 
splendid document, and life insurance 
agents in their work every year are 
approaching nearer and nearer to its 
ideals. Through national and local 
associations the agents are becoming 
acquainted with each other, and per- 
sonal friends. When the time comes 
that ali life agents are members of the 
association, unethical competition will 
have practically disappeared. 

“The Life Insurance Presidents As- 
sociation, the American Life Conven- 
tion and the Association of Life Agency 
Officers represent this association idea 
among company officials. When we 
get to know each other better the 
question of ethics will take care of 
itself. Friendship in business is the 
most hopeful tendency of the times. 

Agent Who Wants to Change 

“A life insurance agent is not a chat 
tel, owned body and soui by the com- 
pany employing him. However, if he 
is made of the right sort of stuff he 
recognizes the fact that he is indebted 
to his company for his training in the 
business, and he knows that his own 
company is in position to promote his 
interests more intelligently than any 
other. 

“An agent who is ambitious to oper- 
ate a general agency of his own would 
do well to discuss the matter fully and 
frankly with the officers of his own 
institution before seeking offers from 
other companies. Here, again, close 
personal touch, friendship, confidence, 
will take care of the ethics of the situa- 
tion. 

“On the other hand it is to my mind 
an extreme view that it is unethical for 
a company official to discuss an agency 
proposition with a representative of an- 
other company, when the initiative has 
been taken entirely by the agent. The 
fair thing and the safe thing to do in all 
such cases, however, is to get in touch 
with the other company before a deal 
is closed. 

“Let’s play the game fairly with each 
other and with our agents. We need 
no other rules.” 


Lewis Lundstrum, cashier of the Central 
Life at Madison, Wis.. and Miss Beulah 
Price of Cambria. Wis.. were married 
recently. They are on a honeymoon to 
the northern Wisconsin lake country. 
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LIFE AGENCY CHANGES 
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HART’S SUCCESSORS SELECTED 





Northwestern National Life of Minnea- 
polis Appoints Seven General 
Agents in South Dakota 





The Northwestern National Life of 
Minneapolis announces the appoint- 


ment of the following general a in 
South Dakota to succeed G. Hart, 
who has been state bt “he the 
past eight years: W. A. Erckenbrack. 
with headquarters in Watertown; F. G. 
& H. C. Ball, headquarters in Madison; 
W. O. Clough, Sioux Falls; J. A. Nor- 
ris, Aberdeen, L. Ericson, Pierre; 
Powers & Pilger Agency, Chamberlain; 
F. E, Sexton, Mobridge. 

W. Rolla Wilson, vice president of 
the company, states that these men 
have been selected as a result of their 
excellent past records. Mr. Ercken- 
brack ranks second on the company’s 
honor roll for the year to date and has 
been on the App-a-Week 220 weeks. J. 
A. Norris has written over $2,000,000 of 
business during his service with the 
company. F. E. Sexton led all repre- 
sentatives of the company last year, 
and in three years has written in excess 
of $1,500,000 of personal business. W. 
O. Clough was a former partner of G. 
W. Hart's, and was given the most 
populous section of the state with head- 
quarters in Sioux Falls. F. G. Ball has 
been a full-time vegeesentative - the 
company for over 30 years. G. F. Pil- 
ger resigned his position as vice- on § 
dent of the Chamberlain State Bank to 
become associated with F, A. Powers in 
the new Powers & Pilger organization. 
Mr. Powers has secured $1,000,000 of 
personal business in the last two years. 
The G. W. Hart organization has led 
in total production among all companies 


in South Dakota for the past three 
vears.” 
C. C. Cox 

C. C. Cox, Springfield, Mo., has been 
:ppointed general agent for the Conti- 
ental Life of Missouri, having juris- 
diction over the southern part of the 
state. Mr. Cox was formerly connected 


with the Missouri State Life, resigring 








| manager in that district 
| who has been 


by A. W. Peake of Buffalo, one of the 
company leaders. 


Julius Bohr 


International Life has entered 
New Jersey. Julius Bohn of Newark, 
N. J., has been named general agent for 
that state. 





The 





B. W. Partridge 


B. W. Partridge has been appointed 
general agent of the National Life, U, 

A., in West Virginia with headquar- 
ters at Huntington. Mr. Partridge has 
been in life insurance work for a great 
many years. For some time he has 
conducted a prosperous general agency 
at Huntington. The National Life Ras 
just entered West Virginia. 


James M. Smith 


James M. Smith, for the past two 
years connected with the Minneapolis 
office of the Mutual Life of New York, 





has been made district manager at 
Duluth. 
N. Newell King 

H. Newell King, well known in 
banking and life insurance circles jof 
Pittsburgh, has joined the Missouri 
State Life there. He was connected with 
the Connecticut Mutual Life in Pitts- 


burgh and prior to that was with the 
Union Trust Company of that city. 


National of Tennessee Changes 


Cc. O. Stull, formerly 
ager in St. Louis for the National Life 
& Accident of Tennessee, has been pro- 
moted to manager of the Springfield, 
Mo., district. H. L. Crockett, formerly 
assistant manager of Topeka, has been 
elevated to manager there.. F. P, Holi- 
ner has been promoted to assistant 
manager in St. Louis. B. Chelemer of 
Chicago No. 1 has been made assistant 
F. Somerville 
Houston dis- 


assistant man- 


agent in the 


|} trict is now assistant manager. R. L. 
McKean, formerly of the Pittsburgh 
district, and more recently in Chicago, 
has been made manager of Chicago No. 
2. E. F. Arrowsmith of St. Louis has 

| been appointed assistant manager there 


Sept. 15. The Continental is headed by 
E. P. Melson, founder and president of 
the Missouri State Life for 25 years. | 
Under his management the Continental 
ranks as a leading company. Mr. Cox 

is also manager of the Cox Adjustment 

Co., handling fire and auto losses in 

this territory, having offices in the Jef 

ferson theatre building. 

H. W. Darr 


H. W. Darr, formerly with Parker & 
Kaufman, general agents for the Con- 
necticut General Life at Minneapolis, 
has taken charge of the life department 
of the Minneapolis Insurance Agency. 
Mr. Darr has made an excellent record 
with the Connecticut General and is 
well qualified for his new position. The 
Minneapolis Insurance Agency is gen 
eral agent for the Equitable Life of 
Iowa. 


E. C. Niles and A. W. Peake 


Edgar C. Niles has 
associate manager of the Albany agency 
of the Phoenix Mutual Life. Henry 
Kohn, manager, has directed the devel- 
opment of that field for 30 years and 
will now have the valued help of Mr 
Niles, who was formerly a member of 
that agency. He recently managed the 
Baltimore agency and will be succeeded 


been appointed 


| tendance, 





Montana Life Changes 


E. M. Black has been appointed 
eral agent for the Montana Life in the 
Tacoma district J \. Carpenter has 
been appointed general agent at Water 
loo, la 





G. H. Eaton and T. J. Whalley 


gren- 





G. H. Faton has been appointed dis- 
trict manager of the North American 
Life of Canada at Calgary, Alberta, suc- 
ceeding J. A. L. Robinson. F. J. Whalley 
has been appointed district manager of 
the Moose Jaw agency of the company 

Life Agency Notes 

Jacob Bruell, who has been connected 
with the Milwaukee agency of the Bank- 

rs Life of lowa for a number of years 
has resigned to go to Cincinnati, where 
i¢@ Will take up another line of work 





Metropolitan’s Kansas City Outing 


The Metropolitan Life had a picnic at 
Clemm Park, Kansas City, Kan., for the 
two districts of the two Kansas Citys, 
Sept. 23. The two districts are known 
as the Wyandotte, which is on the Kan- 
side, and the Westport, which is 
Missouri territory. 

The picnic is held annually for agents, 
their families and friends, and this 
year’s event had a record breaking at- 
in the 
gathered. There 
between the two 
dinner was served. 


sas 


baseball 
and 


Was a 
districts, 


game 
basket 





CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, imcreasing the income, preventing lapses, and 
the ee ae satisfied, and at practically no expense to the Companies. 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 


10 So. LaSalle St. 








Chicago, Illinois 


crowd of 400 which 





The Strength Behind 
the Company 


A Strong Officiary and Directorate is One 
of a Company’s Greatest Assets 





Life of Des Moines. 


President, State Life 


President, Iowa Loan & 
Trust Co, 


Real Estate and Loans 


Vice-President, State Life 


Banker and Stockman 


C. M. Whicher.... 
Medical! Director 


F. L. Tucker.. 


A. C. TUCKER, President 





A. C. Tucker...... Des Moines, Ia. 


D. H. McKee..... Des Moines, Ia. 


W. L. Snyder..... Des Moines, Ia. 


Wm. Koch........ Des Moines, Ia. 
Vice-President, State Life 
ey ee Des Moines, Ia. 


ee, Ge Sei cvssscee Moravia, Ia. 


Des Moines, Ia. John Connolly, 


Admitted Assets 


The leadership which has played such an im- 
portant part in the development of the Middle 
West is well typified by the able business men 
who form the Board of Directors of the State 


Unusual success in varied lines has qualified the men 
whose names are listed below to co-operate in forming 
the policies of this growing Company. 


J. J. Shambaugh..Des Moines, Ia. 


Preferred Risk Life 
Ins. Co. 


Pres., 


. fee Earlham, Ia. 
Pres., Citizens State Bank 


Wee, edn ccennee Villisca, Ia. 
Cashier, First National Bank 


C.J. LeteePcoccscccncs George, Ia. 
Pres., American State Bank 


D. C. Costello..... Des Moines, Ia. 
Ass't Treasurer, State Life 


Wilbur M. Johnson.......... 
ReaD see Des Moines, Ia. 
Actuary 


Jr., Des Moines, Ia. 
General Counsel 


Minneapolis, Minn. 
Mer. Northern Department 


Strong and Progressive 


Legal Reserve Insurance in Force 


December 31, 1919... ..$ 751,084.41 $ 879.87 $ 1,854,500.00 
December 31, 1920.......... 789,543.44 58,094.06 4,769,000.00 
December 31, 1921.......... 1,853,237.17 997,859.25 17,570,599.00 
February 28, 1922........... 1,917,911.79 1,173,763.67 24,234,845.00 
June 30, 1922...... . Over 2,100,000.00 1,250,000.00 28,500,000.00 


State Life Insurance Company 


OF IOWA 
215 Iowa Building 


DES MOINES, IOWA 
WM. KOCH, Vice-Pres. and Field Mgr. 
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NEWS OF LOCAL ASSOCIATIONS 














Los Angeles, CalL—The Los Angeles 
association will resume its regular 
monthly dinner-meetings Sept. 28. Fol- 
lowing the dinner, the gathering will 
be led in community singing by George 
W. Ayars of the New York Life, who 
was elected president of the association 
at the June meeting. R. S. Babcock of 
the Provident Life & Trust is chairman 
in charge of the entertainment cf the 
evening. 

First on the program will be a series 
of brief talks on “The most valuabie 
idea I received from the Carnegie 
School,” given by Neil Nettleship, of 
Travelers; L. S. Rounsavelle, Massachu- 
setts Mutual; A. C. Duckett, Northwes- 
tern Mutual; Vernon H. Jenkins, Occi- 
dental Life, and W. E. Mullineaux, 
Equitable Life of Iowa, all of whom at- 
tended the summer term recently held in 
Los Angeles. 

These talks will be followed by “Five 
Minute Impressions of the Toronto Con- 
vention,” by Frank E. McMullen, Massa- 
chusetts Mutual Life; John Newton Rus- 
sell, Pacific Mutual; C. H. von Breton, 
Guardian Life; C. 8. Montgomery, Na- 
tional of Vermont, and John H. Russell 
of the Pacific Mutual, who was reciected 
secretary of the National association. 

The principal speaker of the evening 
will be William H. Kingsley, vice-presi- 
dent of the Penn Mutual Life, whose 
subject will be “Life Insurance Sales- 
manship as a Vocation,” Mr. Kingsley 
is now on a visit to the Pacific Coast. 

-_ * * 

Richmond, Va.—Posting of signs in 
elevators in the First National Bank 
building, here, which state that book 
agents, insurance solicitors and peddlers 
are not admitted will likely result in 
action by the Richmond Association of 
Life Underwriters looking to the elimin- 
ation of “insurance solicitors” from the 
signs when that body convenes in Octo- 
ber for the first session following sum- 
mer vacation. Protest has already been 
voiced by individual members of the 
association who resent being listed in 
such a manner. 

Members of the Richmond association 
held their first annual picnic last week. 





An old time chicken dinner was followed 
by dancing in the evening. President 
Levy, ably assisted by John B. Lipscomb, 
Ralph P, Harrison and others, saw to it 
that the affair was made as informal 
as possible. Most of the underwriters 
were accompanied by their wives and 
other lady members of their families. 
x * x 

Milwaukee, Wis,—Gifford T. Vermillion, 
president of the Milwaukee association, 
called a special meeting of the associa- 
tion last week. Winslow Russell, vice- 
president and agency manager of the 
Phoenix Mutual Life, addressed the asso- 
ciation members. Other prominent offi- 
cials, guests of the American Life 
Congress in session at Milwaukee at the 
time, spoke at the meeting. The regular 
September meeting of the association has 
been postponed, as the special meeting 
replaced it. 

* * * 

New York City.—The luncheon held 
last Wednesday for managers and gen- 
eral agents of the New York Association 
to boost the School of Life Insurance 
Salesmanship at New York University 
was attended by 38 agents, who pledged 
66 students, the maximum number per- 
mitted for the first class, which opens 
Oct. 2, Of this number 43 have already 
paid their tuition for the course and the 
others will undoubtedly come forward 
before the week is out. The advantages 
accruing from the school were dilated 
upon by A. R. Spier, chairman of the 
executive committee of the association 
and E, J. Sisley of the Travelers. 

*x* * * 

Grand Rapids, Mich.—There were ap- 
proximately 39 members of the Western 
Michigan Association present at the first 
meeting of the season held last week. 
T. J. Henderson, Herman Buff and A. G. 
Green reported on the National Associa- 
tion meeting held at Toronto recently. 
W. Merrill Eastcott, the newly elected 
president, presided for the first time. 

* * * 

Chieago.—-The annual meeting and 
election of officers of the Chicago Asso- 
ciation will be held at dinner at the 
Hotel Morrison, Oct. 16. It is the desire 








of the present officers of the association 
to have the membership understand that 
they may elect any officers they care to 
for the coming year. Ballots are now 
being sent to the entire membership for 
the selection of a nominating commit- 
tee of five. The member receiving the 
highest number of votes will be the 
chairman of the committee, and the four 
next highest will constitute the balance 
of the committee, 

On the ballot which is now being sent 
to members there is the question “Du 
you prefer that one or two tickets be 
nominated?” At the next meeting, a 
president, vice-president, secretary and 
four directors will be elected. 

* * * 

Duluth, Minn.—At the meeting of the 
Duluth Association, held last week in the 
Chamber of Commerce rooms, Arthur C. 
Pearson was elected president to fill the 
unexpired term of W. F. Herrick, 
who is moving to Florida. Charles 
Oreckovsky was elected representative 
of Duluth on the executive committee of 
the National Association. Mr. Oreck- 
ovsky, who was the Duluth association 
representative at the national conven- 
tion at Toronto, reported to the meeting 
on the happenings at the Toronto gather- 
ing. 


Love Entertains | Leaders 


Samuel B. Love, Virginia manager for 
the Mutual Life of New York, was host 
at a dinner at Roanoke, last week. 
Among his guests were J. B. Hutcheson, 
district manager at Roanoke for the 
Mutual Life; Mrs, Hutcheson, her father, 
Jeff Marmon, manager at Memphis for 
this company, and Jeff Marmon, Jr., 
Memphis, who is a member of the $250,- 
000 club of the Mutual Life. Mrs. 
Hutcheson, before marriage, was also 
attached to her father’s agency in Mem- 
phis and was a member of the $125,000 
club. Mr. Marmon, Sr., while in Roanoke 
was introduced for the first time to his 
grandson, James Hutcheson, 8 weeks 
old, —_——— 

Rieman McNamara, cashier at Rich- 
mond, Va., for the Mutual Life of New 
York, and Miss Selina Heyward, daughter 
of Mr. and Mrs. Thomas Daniel Heyward 
of Savannah, Ga., will be married in 
Savannah, Oct. 17. Mr. McNamara was 
eashier of the Savannah agency of the 
Mutual Life from 1916 to 1921. Pre- 
viously he was with the Jacksonville 
agency of the company from 1910 to 1916. 





ARRANGING FOR COURSE 
WILL TEACH LIFE INSURANCE 


Cincinnati Y. M. C. A. Will Have Ex- 
cellent Department for Students 
in the Business This Season 


The Cincinnati Life Underwriters’ 
Association in connection with the 
School of Commerce and Finance ot 
the Y. M. C. A. will furnish a 24 weeks’ 
evening course in Life Insurance Sell- 
ing this school year. 

‘The course will be divided into three 
parts. The first part will be devoted to 
“What Life Insurance Is” or principles, 
the second to “What It Does or Its 
Functions,” and the third to “How to 
Sell It,” or Life Insurance Salesman- 
ship. 

The part of the course on salesman- 
ship will be conducted by an instructor 
who will give a definitely planned series 
of lectures or lessons during the first 
hour of the class, which will be fol- 
lowed during the second hour by a lec- 
ture by a life underwriter who will il- 
justrate from actual experience the 
principles which have been taught in the 
previous hour by the regular teacher. 
A single instructor will have the first 
hour throughout this part of the course 
but the second hour will be occupied by 
different local agents who will be se- 
lected with a view to their special fit- 
ness to lecture on each particular sub- 
ject or phase of salesmanship. ; 

The course will open Oct. 19. T. W. 
Appleby, resident of the Ohio Na- 
tional, has been induced to lecture on 
the subiect of life insurance principles, 
Abner Thorp, Jr., of THe Nationat Un- 
DERWRITER, editor and manager of the 
Diamond Life Bulletins, on the func- 
tions of life insurance, and Harry 
Hutchins will conduct the course in lif 
insurance salesmanship. 





contract. 





The Colum 


The Columbia Life way is the way 
to a life job through a general agency 
This renewal contract will 
not only make a good income for you, 
but it will provide a comfortable in- 
come for your old age. 


With 7he Columbia Life you are 
not only making a very satisfactory 
agency contract, but you are becom- 


bia Life Way 


ing associated with 


known financial standing and known 
dependability; policies of low net 
cost and liberal provisions. 


Good general agency territory in 
Ohio, Indiana and Kentucky. 


Address, 


SUMNER M. CROSS, President, 


a company of 


Cincinnati, Ohio 
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NEWS OF LIFE POLICIES 


New Policies, Premium Rates, L ividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, ete. Supplenenting the “Unique N.anvel- 
Digest,”” published annually in May at $3.50 and the 
“Little Gem ™ published annua'ly in Apri! at $2.00 











INCREASES DIVIDEND SCALE 





State Mutual of Massachusetts An- | 


nounces New Schedule for 1923 
Applying to Younger Ages 





rhe State Mutual Life of Worcester, 
Mass., will increase its dividend sched- 
ule for 1923 at the younger ages, the in- 
crease prevailing up to about age 45. 
The following schedule will show the 
increase at certain ages for ordinary 
life, 20 payment life and 20 year endow- 
ment: 





—-Age 20——- ——-Age 25 
Plan. 1922 1923 Inc. 1922 1923 Inc. 
oe 3.21 $3.63 2 $3.45 $3.84 .39 


4 2 a 42 

20 Pay Life 3.40 3.83 .43 3.66 4.05 .39 
20 Yr. End.. 3.83 4.26 .43 4.02 4.43 .41 
Age 35 











Plan. 1922 1923 Ine. 1922 1923 Inc. 
fer $3.77 $4.11 .34 $4.20 $4.46 .26 
20 Pay Life 3.98 4.32 .34 4.40 4.67 .27 
20 Yr. End. 4.31 4.66 .35 4.67 4.95 .28 





Union Central Life 


The Union Central Life has issued a 
life income endowment policy which may 
be made to mature at ages 60, 65 or 70 
it provides for settlement at maturity 
in joint and survivorship continuous 
monthly installments. The amount in- 
sured (or the commuted value of the 
policy) is the amount payable at death 
or maturity, and is the present value at 
the maturity of the policy of the install- 
ments then payable. The installments 
are payable for either 10 or 20 years cer- 
tain, and thereafter during the join: life 
time of the insured and beneticiary and 
the life time of the survivor. The agent 
must calculate his own premium rates 
and policy values as there would be 
more than 15,000 to print and would re- 
quire 3,700 pages of the company’s rate- 


book 


NEW YORK LIFE’S NEW FORMS | 


Announces Four Policies, Endowment 
and 20-Pay Endowment at Ages 
60 or 65 


Four new forms of endowment poli- 
cies were announced by the New York 
Life at the recent convention of the 
Quarter Million Club at Banff, Canada 


[The company announced the issue of | 


an endowment at age 60 or age 65 
20-pay endowment at age 60 and 20-pay 


endowment at age 65. Each of these 
forms carries three settlement options, 
as follows Endowment of the face 


umount of the policy, payable in cash 
it maturity: monthly income for life 
of stipulated amounts per month, which 


is $10 for each $1,540 of face amount, | 


on the endowment at 60 and $10 for 
each $1,370 face amount of endowment 
at age 65: partial endowment together 
with paid up life policy for the ful! 
face amount, the endowment being 
$515 for each $1,540 of face amount of 
endowment at 60 and $380, for each 
$1,370 of face amount of endowment at 
65. The policies are all sold on four 
different plans, covering the four posst- 
ble combinat‘ons of the policy itself 
with disability and double indemnity 
provision. The disab‘lity features in 
the new clause cover benefits taking 
effect in event of disability before 
maturitv of endowment whether at 60 
or 63 and a monthly income of $10 for 
each $1,000 of the face amount in event 
lisability does not terminate with the 
iaturitv of the endowment but con- 
tmnues dur'ne the continued disabilitv 
The dividend scale applied is slightly 
changed. For examn'le the endowment 
it 65 issved at are 35 will receive the 
same dividends as a 320-vear endowment 
ssued at ace 35 for the same face 
:mount and an endowment at 60 issued 
it age 35 will receive the same div'- 
dends as 2 2h-vear endowment issned 
at age 35 for the same a™ount. There 











is also provisions for accumulated divi- ' 





W ASHINGTON 
AND OREGON 


Two new states added to the service 
domain of The Lincoln National Life 
Insurance Company. 


Entrance into Washingtonand Oregon 
gives a total of 25 states in which the 
Lincoln Life now does business. 


Exceptional agency opportunities are 
being offered NOW in the two western 
states in which The Lincoln Life will 
build sales organizations as effective as 
those which are rolling up larger and 
larger Lincoln Life production records in 
other sections of the country. 


If you are seeking an agency op- 
portunity in Washington or Oregon it 
will pay you to 





(Canc uP {wr rue (LINCOLN) 


he Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, [Indiana 
Now More Than $220,000,000 in Force 
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“Ord.-20 Pay” 


The two forms most sold, because most useful. They 
fit the needs of the policyholders. But a big advance 
is the combining of both in one policy. THE COM- 
PLETE PROTECTION POLICY. It gives the 
insured the benefit of an ordinary life policy if he dies, 
and a twenty-payment life policy if he lives. Agents 
will be interested in this form. 


A policyholder is a friend, but a stockholder is actively 
interested. THE ORGANIZATION POLICY 


carries one share of Company stock with each 
$1,000.00 of insyrance.. The stock’ is paid for out of 
the dividends. 


7 
Good Territory Is Still Open 


SNAL SAVINGS 
LIFE INSURANCE :-COMPANY 


W. C. COLEMAN W. M. G. HOWSE L. W. CLAPP 
Secretary 


ent Treasurer 





LOUIS A. BOLI, Jr. 
Vice-President & Agency Director 


WICHITA, KANSAS 























DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
aggressive Company 


If YOU’RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract that will meet 
with your approval. 











dends and paid-up additions. Sub- 
standard risks will be written but not 
at an advanced age, these risks being 
taken on the extra premium basis. 
The annual premium rate for the four 
forms, without disability or double in- 
demnity provisions, are as follows: 
Annual Premium per $1,000 


$1,000 $1,000 


o t=] —} 2 
o ims — = 
ae a 
: ° 2% he 
% 7. | Ss 
< 3} 3} EES) a2 
err $21.26 $19.68 $32.46 $31.02 
re 21.80 20.13 32.99 31.49 
. ee 22.38 20.61 33.53 31.98 
ae 22.99 21.11 34.10 32.49 
— er 23.63 21.64 34.69 33.02 
a er 24.31 22.19 35.30 33.56 
are 25.02 22.78 35 94 34.13 
22 35.79 23.40 36.59 34.71 
eee 26.59 24.05 37.27 35.32 
Miencxaae 27.45 24.74 37.98 35.95 
i vchene 28.36 25.47 38.71 36.60 
a 29.33 26.24 39.47 37.28 
ae 3037 27.06 40.25 37.98 
See 31.47 27.92 41.07 38.71 
er 32.66 28.84 41.92 39.46 
ere 33.93 29.82 42.81 40.25 
ee 35.29 30.87 43.72 41.06 
it onee-as 36.76 31.98 44.68 41.91 
a 38.34 33.17 45.68 42.80 
eo 40.05 34.44 46.72 43.72 
iescuses 41.90 35.80 47.81 44.68 
Fe 43.91 37.26 bien 45.69 
ee 46.11 38.84 46.74 
ee 48.51 40.53 48.84 
ea 51.15 42.37 49.00 
rer 54.06 44.35 50.21 
ere 57.27 46.51 
ie gated 60.85 48.86 
i ccawea 64.86 51.42 
ee 69.37 54.24 
re 74.48 57.34 
Diwe sheds 80.33 60.77 
RS 87.07 64.58 
De cene<s 94.92 68.83 
Sere 104.18 73.60 
eee 115.28 79.00 
Fear saa 85.14 
eee 92.19 
eeecess 100.38 
eee 110.01 
ere 121.48 re 
Three Settlement Options 
oO ww oO 9 
> a — — 
( 


Face of policy. $1, 

Annuity per 
month ..... 6.49 7.30 6.49 7.30 

Cash and paid- 
up policy of 
GEOe seccens 334 277 334 277 


ISSUES COUPON ENDOWMENT 


Bead 
~ 





Chicago National Life Gets Out New 
Nonparticipating Form on this 





| 








Basis 





The Chicago National Life has an- 
nounced the issue of a special 20 pay 
nent life coupon policy. endowment a 
«ge 85. This policy is non participating, 
though the coupon provision makes an 
increasing reduction in the net pre- 
mium. The amount returnable on the 
coupon on a policy at age 35 is $5.80 in 
the second policy year and increases to 
$5.97 in the 20th and last year of the 
policy. The policy carries four settle- 
ment options as follows: A cash matur- 
ity at the end of 20 years; paid up pol- 
icy for the “face and additional cash re- 
turns; paid up policy for an amount 
about one-third greater than the face; or 
paid up endowment at age 63 of an 
amount slightly greater than the face of 
the policv. The annual nremiums on this 
form, without the disability clause, are 
as follows: 

Annual Prem. $1,000 


Age Prem. Age Prem. Age. Prem. 
-* ££ = $25.77 47.....$51,82 
BOiccn BED Bheccccct = Beccss tee 
Siacun Gee Gieceacn fk, a eee 54.99 
18.. Bee Bhvceceeee ee BB. ceca 58.73 
se ee. Gisinnne Pee Wescceas 58.59 
20.. on, A ee! a: 60.56 
21 30.13 37...... eee Bescaces 62.68 
22 og ee eee ° 2 ee 64.93 
23 ee Béoaas SESS GB. cises 67.35 
24 31.62 40. SESS Bec cces 69.95 
5 weeee GBoccuce CATS Bleveess 72.7 
26 Ms an nine 468.24 68...... 75.72 
27 33.26 ee 4480 &9...... 78.95 
Decccs MO BBccccas oS ae 82.4) 
»9 34.47 45 4900 

30 35.10 46 50.36 


the accumulated amount of the coupons 








Provident Life 
Insurance Company 
Bismarck, North Dakota 
Tneurance in Force, $13,500,000 
H. H., orams, F.L. —. 








t 
Cc. L. YOUNG, H. B. BEACH, 
Vice-Presiden Ast. Sec. and Actuary 
jJ. L. BELL, W. H. BODENSTAB; 
Treasurer Medical Director 

















“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these duys. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 18.7 bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MA:NE 
Address: ALBERT E. AWDE, Supt. of 


Agencies 

















A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest ef all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 
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if they are not cashed, based on age 35, 
are as follows: 


Age 35 
Semi- 
Annual Annual 
Without T. D..... $38.72 $20.13 

Cash Paid- Coupon Accum. 

Policy or up Beg. Amt. 
Year Loan End't Year Coupon 
: 0 0 $5.80 6.00 
40 101 6.04 12.48 
4 65 161 6.30 19.44 
5 91 22 6.54 26.89 
6 118 279 6.78 34.86 
7 145 337 7.01 43.34 
8 172 394 7.26 52.37 
9. 201 450 7.49 61.96 
0 231 505 7.72 72.13 
11 260 557 7.95 $2.90 
13 291 609 8.19 94.28 
13 322 659 8.42 196.30 
14 354 709 8.65 118.97 
15 387 759 8.87 132.33 
16 421 808 9.10 146.37 
17 157 857 9.32 161.15 
18 493 905 9.54 176.67 
19.... 630 953 9.76 192.97 
“0... 569 1000 9.97 210.04 


Options at the End of 20 Years 
}. Cash $779.04. 
2. Paid-up policy for $1,000 and 210.04 
ash. 
3. Paid-up policy for $1,368.39. 
4. Paid-up endowment at age 
$1,005. 


In Case Premiums Are Paid in Full 


the insured will receive a 
for $1,000 and $8 in 


63 of 


-for 15 years 
paid-up policy 
cash. 

-for 24 years, 
$1,029 in cash. 


Postal Life 


The Postal Life of New York, the only 
company that accepts applications 
through mail for life insurance, has is- 
sued new policies. The most impertant 
change has been changing the rate of in- 
terest on loans from 5 to 6%, having 
also added the 90-day reservation clause, 


AETNA LIFE HAS NEW RATES 


the insured will receive 








Schedule Effective Oct. 1 Covers Non- 
participating Forms and Shows a 
Considerable Reduction 





The Aetna Life has put out a new 
rate book as of Oct. 1, changing all its 
nonparticipating rates. So far as its 
rates for ages up to age 30 are con- 
cerned thev are the same as the Trav- 
elers. Heretofore, the Aetna Lite 
rates up to this age have been higher 
than the Travelers. Beginning with 
age 31 on, the rates for non-participat- 
ing policies are somewhat lower than 
the Travelers. 

[he subjoined table shows annuai 
premium only on forms issued without 
disability and without double indemnity 
benefits, except for ordinary life in 
which case annual premiums are also 
given for the policy with disability No. 

and disability No. 3. Disability 

lause No. 1 provides that a‘ 
ceipt of proof by the home office that 
the assured has been totally disabled 
for six months and is permanently so 
lisabled, the owner may surrender the 
policy and receive an immediate settle- 
ment payable annually in advance for 
*) years equal to one twentieth of the 
sum insured or an annuity for ten years 
certain and for as long thereafter 
tl may live f the amount 


as 
he insured for 





the re- | 


shown in the individual contract. Dis- 
ability clause No. 3 provides that upon 
receipt of proof of total permanent dis- 


ability, the premiums thereafter are 
waived. This benefit applies to disa- 
bility occurring at any age, and 
if total permanent. disability oc- 
curs before age 60 the insured 
will be entitled to an income of $™% 


per month for each $1,000 of the face 
of the policy. If total disability occur- 
ring before age 60 continues for 90 con- 
secutive days it will be presumed to be 
permanent and the insured will be en- 
titled to the full benefits. Disability 
clause No. 3 is not issued with term, 
partnership or deferred endowment 
policy. Annual premiums on ordinary 
life, 20 pay life, 20 year endowment afd 
endowment at age 85 are as follows: 
Nonparticipating Rates 








Annual Prem. $1,000 
——Crd. Life S > 2 
J Pc 
With- With With > = 
out Dis. is. ¢ ~ < 
- a 

Age Dis. No.1 No.3 S S S 
16 $12.43 $12.68 $13.47 $19.51 $39.95 $12.82 
17 12.67 12.92 13.74 19.79 39.99 13.07 
18 12.93 13.18 14.03 20.09 40.03 13.34 
19 13.20 13.45 14.33 20.40 40.05 13.62 
20 13.48 13.73 14.65 20.72 40.08 13.9 
21 413.77 14.02 14.98 21.06 40.11 14.22 
22 #14.08 14.33 15.32 21.40 40.15 14.54 
23 14.41 14.66 15.68 21.76 40.18 14.89 
24 14.75 15.00 16.06 22.14 40.21 15.24 
25 15.10 15.35 16.46 22.53 40.26 15.63 
26 15.48 15.74 16.88 22.93 40.31 16.03 
27 15.88 16.15 17.30 23.35 40.37 16.46 
28 16.29 16.58 17.76 23.79 40.43 16.90 
29 16.73 17.04 18.25 24.24 40.51 17.37 
30 17.19 17.52 18.78 40.61 17.88 
31 17.68 18.03 19.36 40.73 18.41 
32 18.19 18.56 19.97 40.86 18.98 
33 18.73 19.12 20.62 41.00 19.58 
34 19.30 19.72 21.32 41.18 20.19 
35 19.91 20.36 22.08 27.40 41.38 0.85 
36 20.57 21.06 22.89 28.06 41.61 21.55 
37 21.27 21.80 23.74 28.75 41.86 22.30 
38 22.01 22.59 24.64 29.49 42.14 23.08 
39 22.81 23.44 25.60 30.28 42.46 23.91 








69 106.56 


;} 70 114,10 


Annual premiums at five year inter- 








WANTED 
One of the Standard Legal Reserve Life 


Insurance Companies,—Location Middle West, 
wishes two reliable representatives to do special 
Field work in Illinois and Indiana. 
Commission. None but producers need apply— 
new and up to-date policy forms—hard to beat! 
Reference required. For detailed information 
address B-39, care of the National Underwriter. 


Salary and 








| 
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A Few Reasons 
WHY SHENANDOAH LIFE AGENTS ARE SUCCESSFUL! 








Up-to-the-Minute Policy Contracts. 

A Correspondence Course in Salesmanship. 

A Liberal Agency Contract. 

A Free Circularization Bureau. 

Whole Hearted Co-operation of the Home Office. 
A Liberal Substandard Department. 

The Numerical Rating System. 








Agency Openings for PRODUCERS 


The Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 
The Agents’ Company—The Policyholders’ Company 
On Agency Matters Address—The Agency Manager. W. F. MACALLISTER 
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American National Insurance Company 


OF GALVESTON, TEXAS 


W. L. MOODY, JR. 
President 


SHEARN MOODY, 
Vice-President 


Ww. J. SHAW, 


SEMI-ANNUAL STATEMENT JUNE 30, 1922. 


ASSETS 
Real Estate Owned..... ssees$ 937,224.46 
Mortgage Loans (First Lien).. 4,857,864.45 
Collateral Loans .. , 25,000.00 
Loans Made to Policy-holders 
(on this Company's Policies). 


Bonds 


1,359,180.76 
3,739.332.94 


Cash in Banks........ 1,348,642.85 
Certificates of Deposit 18,781.00 
Interest Due and Accrued...... 267 901.44 
Deferred and Uncollected Prem- 

iums (Less Loading).... 258,909.09 


Premiums actually collected and 


in transmission to Home Of- 
fice WITTITitTTiiiiririt TTT 37 032.91 
ee $12,849,869.90 


LIABILITIES 
Net Reserve (American Experi- 
ence 3 and 34%).........++..$10,438,200.98 
Reserve for Death Losses in 
process of Adjustment, or 
Adjusted and unpaid.......... 55,633.00 
Reserve for Taxes, etc.......... 58,293.06 
Unearned Interests............. 19,070.48 
All other liabilities............. 169,706.89 
Capital Stock.....0.. $ 500,000.00 
Assigned Funds..... 247,507.00 
GerGNS cccccsccccses 1,361 409.55 
Surplus Security to Policy 
SEED «enccsenccocsescoensnete 2,108,916.55 
eT $12,80,209.90 


Ordinary and Industrial Life Insurance in Force, $165,613,035.00 
Operates in Nineteen States and the Republic of Cuba 


“ANCHOR TO THE ANICO”’ 
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You Can Multiply 
Your Producing Power 


EDICAL LIFE AGENTS do multiply their producing 
powers. Why? Because the Medical Life writes Stand- 
ard, Sub-Standard and Child’s Endowment Policies. 
For that reason our agents lose no time ‘‘choosing”’ prospects. 
Theig prospects are not limited. 
The Company’s liberal ‘attitude toward impaired risks makes it possible 
for them to rencer 100% service to their clients. 
Our Child’s Eniowment Policy has received enthusiastic endorsement. 
It is a real agency money maker. 
Then, too, the Medical Life’s rates for men and women are the same. 
The Medical Life agency offers an unexcelled opportunity for YOU. 
Tfokion pSrentess of your producing energy—multiply your pro- 
by sosering th the agency for this company 
é eS Se f you are to uce—more. The one best 
y to save time is-to capitalize more fully pee your opportunities 


to py A The Medical Life Agency offers you opportunity. Write 
to-day 


The Medical Life Insurance 


Company of America 
Black Hawk Building Waterloo, Iowa 


W. A. ROHLF, President 1. G. LONDERGAN, Secy. and Gen’! Mgr. 

















ROYAL UNION MUTUAL LIFE 


Insurance Company 
DES MOINES, IOWA 


Incorporated 1836 


FRANK D. JACKSON, President SIDNEY A. FOSTER, Secretary and Vice President 








WA N i i E D District Managers for 
Lima and Cincinnati, Ohio 
Write for further particulars. Here’s an opportunity for a good man 


to get in on the ground floor with a progressive 
young Ohio company 


ADDRESS B-60 


Care of the National Underwriter 








Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 











Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 


Manager of Agencies’ or 


111 No. Broad Street 
Philadelphia, Pa. 








The Masonic Mutual Life Association 


This Did Not ~ een by Chance 





New Insurance Issued in 1921 ..........ce0. $ 42,448,000.00 
Gain in Insurance in Force .........cceseeees 30.124,750.00 
*nsurance in Force Dec. 31, 1921 +» 101,222.295.00 
Assets ..... 4.613 494 57 


Increase in Assets vasseesee 1,518.954.00 
Increase in Reserve ....... a . 1,282.156.00 
EE, cick cdnenemegnseannnes ive 225,575.00 

Unexcelled Life Insurance Protection — Lowest Net Cost 

Absolute Security — Perfect Service — Square Dealing 

A Satisfied Field Force 
Homer Building, Washington, D. C. 





William Montgomery, Pres. 














vals for other policy forms are as fol- 
lows: 


Nonparticipating Rates 
Annual Prem. $1,000. 


5 

> 6 CS 

; =3 As 

= = 3 s Es> Es> 

~ a oe o> eas Fas 

S s w os “2 za? 

2 oo mu al Pal Bes Feo 

2 “2 ° wn =) “+5 "+8 

16 $23.69 $32.26 $56.24 $89.21 $ 7.79 $ 9.14 

20 25.15 34.23 56.36 89.30 7.94 9.33 

25 27.31 37.13 56.56 89.46 8.22 10.01 

30 29.91 40.61 56.81 89.64 8.61 10.93 

35 33.05 44.78 57.41 89.94 9.23 12.11 

40 37.37 50.43 58.43 90.90 10.17 13.67 

45 43.11 57.68 60.18 92.37 11.73 16.06 

50 50.14 66.20 63.16 94.66 14.79 21.10 

55 5881 76.16 68.10 98.76 .... 30.79 

60 69.75 87.89 75.44 104.40 43.73 

65 .... 106.40 92.00 117.69 cove 
70 131.70 «+ 138.74 





State Mutual Life 


The State Mutual Life of Massachusetts 
has announced that in policy contracts 
issued after Jan. 1, 1923, the surrender 
charge at the end of the second year 
will be $10, the third year $5, and fourth 
year $2.50. From the fifth year on, the 
full reserve will be granted. This is a 
reduction in the surrender charge and, 
consequently, will mean larger values 
for the first ten years of the policy. The 
surrender charge heretofore has been 
$10 the second year, decreasing one- 
eighth each year from second to ninth 
years inclusive, with the full reserve 
tenth year and after. An important fea- 
ture about the company’s announcement 
is that these increased values will be 
retroactive on past issues. 


MUTUAL BENEFIT OHIO RALLY 





L. D. Drewry & Co. of Cincinnati En- 
tertain Agents in State—Home Office 
Men in Attendance 





The annual agents’ meeting of L. D. 
Drewry & Co., state agent for the Mu- 
tual Benefit L ife in Cincinnati, was held 
Friday and Saturday, with a large ma- 
jority of the agents throughout Ohio 
in attendance. There were also a num- 
ber of guests present, including Vice- 
President E. E. Rhodes, Oliver Thur- 
man, superintendent of agents, and Dr. 
Charles D. Bennett, associate medical 
director, all from the home office: 
Charles Monser, general agent. at 
Buffalo, N. Y.; W. H. Beers, general 
agent, Rochester, N. Y.: L. A. Cerf, 
general agent for Metropolitan New 
York; W. G. Ochming, Chattanooga, 
Tenn., and S, E, Thatcher, formerly of 
the Cincinnati agency and now asso- 
ciated with the Atlanta agency of the 
Mutual Benefit. 

Friday was given over to a business 
session, held at the home of J. S. 
Drewry, a buffet supper being served 
that evening. Saturday morning the 
agents motored to the country estate 
of L. D. Drewry at Milford, O., to con- 
tinue the business meeting. Saturday 
afternoon was devoted to athletic con- 
tests, including a ball game and swim- 
ming events The entire Cincinnati 
office personnel, together with the 
families of a number of agents, attended. 
An old-fashioned southern barbecue 
was served. J. S. Drewry and Clifford 
Shank distinguished themselves by 
fancy diving exhibitions. 

The meeting, which is an annual 
affair, was as in the past years a great 
At the business sess‘on an un- 
usual amount of excellent and workable 
sales material was presented. Several 
good addresses were given by men 
whose opinions are nationally respected 
The sale of income insurance was espe- 
‘ially stressed The L. D. Drewry & 
Co. agenev is one of the oldest and 
agencies in the country. 


success, 


largest state 


Shortage in Negro Fraternal 


\ recent examination of the books and 
affairs of the United Brothers of Friend- 
ship, a colored fraternal orcanization with 
home offices in Kansas City. Mo., revealed 
an apparent shortace of $11,000 in the 
accounts of the grand treasurer The 
shortage is fully covered by a bond issued 
by the Massachusetts Bonding. 





Participating Insurance 
At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,000 


Rates per Thousand 


Age Premium ge Premium 
at ad $14.24 ae $24.44 
eo 14.57 ae 25. 
ee 14.92 er 26.40 
ea 15.28 42 . 27.48 
 Saeee 15.66 28.62 
ae 16.06 Soe 29.83 
16.49 C———— 31.12 
ae — 60C(‘<‘é‘é I ow’ 
ee 17.43 33.97 
a ae 6Cts«C twa 
ae 18.54 ee 37.21 
ae 060 eee 
| 19.78 a 40.88 
oe cl a 
itiews 21.17 
are 21.91 47.37 
ieeéne 22.71 iicacce Se 
ee 23.56 . 
MANAGERS WANTED 
. Fukon, M 

ee 

Continental Life Insurance Co. 


Wilmington, Delaware 














ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 














A. GLOVER & CO. 


e Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street., Chicago 
Successors to Marcus Guun, 
Consu-—ing Actuar 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








J. McCOMB 
T COUNSELOR AT LAW 
® CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lue Insurance Forms Prepared. 
fhe Law of Insurance a Specialty. 
Colcord Bidg. OKLAHOMA CITY 








H. NITCHIE 
- ACTUARY 
1423 Association Bldg. 19S. La Salle St. 
Telephone State 4992 CHICAGO 








REDERIC S. WITHINGTON 
Consvntine Actuary 
402-404 Kraft Building 

Tel. Walnut 376) DES MOINES, IOWA 








OHN E. HIGDON } Actuaries & Examiners 
J OHN C. HIGDON a a 





























More agents read The Nationa! Under- 
ertter than any other weekly newspaper 
of imeurance. There are reasonse—piesty 
of them Our subscribers know 
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: EKERN MAKES CHANGE [= —_____— 


cwves up sow visu worx | "THE CONNECTICUT MUTUAL 














@ We write only one 
Agency contract Nominee for Attorney General of Wis- 


for all agents. It pre Will Withdraw Partly he at LIF E INSURANCE COMP ANY 


is descri im a His Present Activities 
little booklet 


| 
an 
which you may The Federation of Mutual Fire a ' 1846 Hartford, Conn. 1922 


have for the surance Companies, the National Asso- ae 
ciation of Mutual Casualty Companies 


asking. and the National Association of Auto- | Wh I S ? 

motive Insurance Companies, have es- | ]] at s ervice: 
tablished an office in the Federal Life | ]} 
building at Chicago, 168 North Michi- | | 


—+ 





The progress of this Company for more than seventy-five 





























gan avenue, to be conducted under the years has been accomplished on the basis of true mutuality 
name of the American Mutual Alliance d “1 
and is in charge of H. P. Janisch as and the broad principle of the most complete and perfect 
Home Office, Madison, Wis. manager. This office will be the clear-|}| life insurance protection possible. 
ing house of information for the mutual 
oe oan Sen, thei work _ Through the medium of individual service of a high char- 
— — done through the law frm of Ekern. acter, ““Public Demand” has been interpreted as the 
i HOME Lvs IRR ANCE co. Meyers « Janisch in the Continental & fulfillment of individual needs 
am tu Commercial National Bank building oi . 
wM. TARSHALL, President hicag< Chis fr attorneys as : ° . . . 
| ao Gnd Ancull Wate chews mammal ek a a | Connecticut Mutual life insurance protection is complete 
| Tea et, Turing the 90,547|] | counsel and has taken charge of all the || and satisfactory; specifically adapted to particular needs. 
| Payments to Policyholders ond association work. } 
| their beneficiaries in ath Ekern to Divide Time —_ — — 


|} Claims, Endowments, Dividends, 























PN oye yo 70,28 ‘Herman L. Ekern, the senior member 
oe i  eerieenceerren 2,121,307 of the firm was recently nominated for 1 ¢ 
-— | Ceneneas Income from Invest- 1,964,050 the position of attorney general of Wis- | fj ecuritv Mutua ents. are succes ful 
($642,638 in excess of the amount Say consin on the Republican ticket and will S 
required to maintain the re- be elected in November. This new 9 
serve) . , office will bar him from giving all the | W 
a oe yn 53.4% time he has in the past to his legal prac- | ff HY - 
Insurance in Force.............++++ $23,116,887 tice and tield work for the mutuals The reasons are many 
ee a. He will continue to represent them in First —Our rates are right Third —Our Company is reliable 
W. A_R. BRUEHL & SONS im ont poy A © move Steer pea eaEN ourtin~Sus equate Save cur eoeguntion 
. 3 s or re i ii- 
et. — ments. Erwin A. Meyers of the firm We can give good men good territory 
Gaand ane = ee will be one of the main men in the firm y i i are interested, address 
Rooms te ATL Oe Bldg. ||| as Mr. Janisch will retire from the firm CH. Jackson, Supt. of Agenciss 
rar kne as an active factor, The firm has. in |] SECURITY MUTUAL LIFE INSURANCE CO. 
c IM om Gite addition to its le work for the five 
229-233 i A, Building mutuals, considerable insurance legal —— ___ BINGHAMTON, N. Y. 
CLEVELAND, practice for life companies and frater- 











nals. Mr. Ekern and Mr. Meyers will 
continue to do legal work, therefore, 


FEDERAL UNION LIFE for the mutuals as heretofore. Mr Our Agents Have 


Ekern, Mr. Meyers, and Mr. Janisch 














mpan all come from Wisconsin and practice Wi | — 
pg arent y law in Madison. Mr. Ekern brought A ider Field 
incinnati, ed Mr. Meyers and Mr. Janisch to Chi- . 
has just issued a very interesting cago in order to be associated with him An Increased Opportunity 
booklet in the work of the fire mutuals 


“Suggestions for Increasing Because we have 














Your Income” Dallas Has Life School Age Limits from 2 to 60. 

and would be pleased to send a rhe Dallas School of Commerce of Policies for substantial amounts (up to $3,000) for Children on variety of Life 

copy to every Life, Fire and the Southern Methodist University in | and Endowment plans, thus enabling parents to buy all of the Family's insurance 

: : Dallas, Tex., has instituted a life in- | on the Ordinary, i. e. Annual, Semi-annual or quarterly premium plan. 
Accident Agent in ' P 
° —_— surance salesmanship course for those Participating and Non-Participating Policies. 
n ‘ ring yrotess ) os already 
Ohio, Mincis and Kentachy oe —s — nay age re ee - Same Rates for Males and Females. 


salesmanship training, the director of Double Indemnity and Total and Permanent Disability features for Males and 


the new branch to be O. Samuel Cum- Females alike. 
mings, educational director of the North | Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 
R d d | Texas Association of Lite Underwriters | a 
land a graduate of the Carnegie School 
Rates e uce of Life Insurance Salesmanship. Mr. THE OLD COLONY LIFE INSURANCE 
Cummings is assistant state manager COMPANY of CHICAGO, ILL. 
for Texas for the Kansas City Life. 
Thost who will cooperate in presenting 
: the life insurance training wil! be A. ¢ 
Premium rates reduced Bigger, president of the American Life 2 ‘ v . 
September, 1920 Reinsurance, and Everett G. Brown, ac- ‘**The Capitol Life Insurance Company desires to obtain the 
tuary tor the Southwestern Life, tor : : . . : 
All leading forms of poli- merly in the actuarial department of services of good, reliable agents = all unoccupied territory. 
don ealinen the Metropolitan. The North Texas Please address the company for further information. 
_ Association of Life nderwriters is 
backing the work of this new school. - e 
Best of contracts to Four general subjects will be taught, The Capitol Life Insurance Co. of Colorado 
agents. the uses for life an ingen principles Clarence J. Daly, President 
7 of life insurance, policy contracts and Den Colora 
TwogeneralAgenciesopen || underwriting practice, and practical nes = 


in Iowa salesmanship work. The entire course 
. will cover 48 hours of class instruction 


Write for information. and Dna :, — pene arranged by 
I N Texas Associati , the i 
LOUIS H. KOCH, President for the entire course being $10 || INDIANAPOLIS LIFE INSURANCE COMPANY 
OPERATING IN 
National American Western & Southern News Indiana, Illinois, Michigan, Texas, Florida and Minnesota 


The following appointments to assist- 
superintendent of the Western & NOTED FOR 


_ 
ant . 
Life Insurance Co. Southern are announced Large Annual Dividends, Modern Policies, Clean Record 
Ww A. Porte P. Jackson; oe T unn, F NK P. MANLY, P sdent 


Burlington, lowa Dayton, O.; ¢ M. Strawbridge, Green 
ville, Pa.; G. S Wickersham, Louisville 


West: Wm. Moody, Connersville 
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1867 EQUITABLE LIFE 7972 


Insurance Company 


OF IOWA 


Results of 1921 
ERR onc dicévecedsceseess $286,934,616.49 
Admitted Assets............. a ale .. $ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 




















KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 





i Provisions Governing in 








of insurance companies is one that 

does not arise in everyday practice. 
On the other hand, this is an age of 
consolidation, and the consolidation of 
insurance companies, while not of every- 
day occurrence, is not infrequent and 
when the question does arise, it usually 
involves the rights of thousands of 
policyholders and (in case of stock com- 
panies) many stockholders, including 
property rights of great value, and 
therefore the question is one of tremen- 
dous importance requiring the most 
careful consideration. 


Tori question of the consolidation 


HE term “consolidation” is gener- 

ally used to express, from a legal 
standpoint, three quite different trans- 
actions, namely: 

1. Where one company reinsures all 
the outstanding business of another 
company. 

2. Where one company purchases all 
of the property and business of another 
company, the reinsurance by the pur- 
chasing company of all the outstanding 
risks of the vendor company being but 
a part of the general plan for merger, 
through the instrumentality of a pur- 
chase; and 

3. Where there is a statutory merger 


| 
| CONSOLIDATION OF LIFE COMPANIES | 


Various States Are Reviewed 


I BY L. A. STEBBINS _! 








be consolidated except pursuant to 
statutory authority. 

Consolidation, territorially speaking, 
may be classified as intrastate and inter- 
state. In the case of an interstate con- 
solidation, statutory authority for such 
consolidation must, of course, be found 
in each and all of the states where the 
several consolidating companies are in- 
corporated, and the acts of the several 
states, while not necessarily identical, 
must be sufficiently similar so that in 
each state the particular consolidation 
contract drafted is within the scope of 
the law and is authorized by the law. 


HAT becomes of the corporate en- 

tities of the constituent consolidat- 
ing companies—and does the consolida- 
tion create a new corporation? The 
general rule on this subject is thus 
clearly stated by the Supreme Court of 
Illinois: “The effect of such consoli- 
dation is the dissolution of the constitu- 
ent companies. They cease to exist as 
legal entities. A new corporation comes 
into existence having ali the property, 
rights, powers and franchises, and sub- 
ject to all the duties and obligations, of 
both the constituent companies.” 





This general rule, however, will not 
operate where either the contract oi 








cago. He was tor ls years general counsel for the National Life, U.S. A., | 
and is still specializing on life insurance law, h’s firm handling many cases 
of that nature each year. He ranks high in the Chicago bar and is a student 
of the bus'ness. In th’s paper on consolidations of insurance companies 
| given before the Legal Section, American Life Convention, he outlines the | 
|| steps necessary and resultant status under statutory mergers, stressing | 
especially those of an interstate nature. Of special value is the I'st of state 
provisions in those states which have enacted legislation on this matter. 


= 
EF: Lewis A. Stebbins is one of the veteran life insurance counsel in Chi- 
i} 








More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 





Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
Assets $ 5,614,764 $10,279.663 $ 28.295,931 
Policies in Force 371,106 613.615 1,294,394 
Insurance in Force 49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 


of two or more insurance corporate en- 
tities. 

The practical effect of these three 
types of transactions; especially the sec- 
ond and third may he substantially the 
same, but from a legal viewpoint they 
are very different. 


HEY are governed by almost totally 

different legal principles. The legal 
principles governing the first two are to 
some degree similar, but the legal prin- 
ciples governing either one or both of 
the first two are very different from 
the legal principles governing the third. 

It is proposed to deal with the third 
type of transaction, the statutory merger 
of two or more insurance corporate en- 
tities. 

A corporation and its powers are the 
pure creature of the statute. They have 
no existence outside the statute. From 
this fundamental rule it follows that 
two or more corporate entities cannot 

















Incorporated 1844 


Has shown steady and consistent growth. 


its activities are unexcelled. 


B. H. WRIGHT, President. 





STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Is progressive in every detail which is for the benefit of its policyholders and their beneficiaries. 

A Home Office organization trained to render efficient service to policyholders and field force. 

An agency organization that is capable, and loyal, happy in the knowledge that the protection and service furnished by 
D. W. CARTER, Secretary. 
STEPHEN IRELAND, Superintendent of Agencies. 











consolidation itself negatives such re- 
sult in whole or in part, or where the 
statute under which the consolidation 
was effected, negatives this result in 
whole or in part. 


HE rule is the same in the case of 

interstate consol‘dations, but becaus« 
of the greater complexity of the prob 
lem in the case of interstate consolida- 
tions and the ditficulty of finding 
statutes sufficiently identical to make the 
foregoing rule effective, the result of 
interstate consolidations is usually stated 
thus: “Three conditions may result 
from a merger or consolidation agree- 
ment between companies: (1) An 
agreement or consolidation may be 
effected of two or more corporations 
and the corporate existence of each of 
the constituent companies continued; 
(2) the agreement may result in the 
merger of one or more corporations into 
another and provide for the continuance 
in existence of only one of the com- 
panies and the extinguishment of the 
others; (3) the consolidation may re- 
sult in the extinction, at the same time, 
of all the constituent companies and 
the formation of a new corporation as 
the successor of all the contracting 
parties.” 


HETHER the statute expressly 

so provides or not, the contract of 
consolidation should define the powers 
and duties of the consolidated company 
which makes the contract, in effect, the 
charter of such company. 

It is usual to embody in the contract 
of consolidation an express provision 
that the consolidated company takes title 
to all the property and business and as- 
sumes and agrees to pay all of the obli 
gations of the constituent consolidating 
companies. 

The contract of consolidation should 
expressly provide of which state the 
consolidated company should, after the 
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consolidation, be deemed to be a cor- | 
porate entity. 

It follows, of course, from what has 
already been said that the policyholders 
of the constituent companies become, 
after consolidation, ipso facto policy- 
holders of the consolidated company. 

In case of the consolidation of insur- 
ance companies with a capital stock, it 
is an obvious deduction from the fun- 
damental principles that the outstanding 
certificates of stock of the constituent 
companies become inoperative and void 
but the stockholders by the act of con- 
solidation acquire the right to have their 
pro rata share of the capital stock of 
the consolidated company. 


NASMUCH as the act of consolida- 

tion creates a new corporate entity, 
it is obvious that the consolidated com- 
pany must, in order to transact new 
business, take all of the steps to pro- 
cure authority to transact new business 
that are required to be taken by any 
new company seeking authority to 
transact business—such as furnishing a 
financial statement which, of course, is 
equivalent to the consolidated financial 
statement of the constituent companies, 
re-examination, if required, by insur- 
ance department, application for license, 
and the like. 

It would be hazardous, of course, to 
undertake to lay down the steps re- 
quired to be taken in all cases of con- 
solidation. The statute or statutes, in 
case of interstate consolidations, should 
be carefully examined and those steps 
taken which are poivted out in the 
statute. 


BRIEF survey will now be taken 





of the consolidating statutes of the 
various states referring expressly to the 
consolidation of insurance companies. 
Alabama—enacted in 1911—authorizes 
the consolidation of insurance compa- 


nies; no special mention of life insur- | 
ance companies; very general in its| 
terms; does not specifically authorize | 
interstate consolidations, but probably | 
broad enough to authorize interstate 
consolidations. 

Arkansas—enacted in March, 1921— 
authorizes consolidation of stock, mu- | 


tual or assessment insurance companies 
with any insurance company or associa- 
tion authorized to transact business in 
that state, but does not specially men- 
tion life insurance companies, or spe- 
cially authorize interstate consolida- 
tions, but probably broad enough to 
authorize interstate consolidations. 


ONNECTICUT—enacted in 1902 
and amended in 1903—authorizes 
consolidation of any Connecticut com- 
pany with any other company; refers 
exclusively to life insurance companies; 
general in its terms; probably author- 
izes interstate consolidations. The lan- 
guage of the Connecticut act is in many 
respects similar to the Iowa act herein- 
after to be referred to, and the attorney 
general of Iowa has ruled that the lowa 
act authorizes interstate consolidations. 
Iowa—enacted in 1904—authorizes 
consolidation of all insurance companies 
with specific provisions with regard to 
life insurance companies and no special 
mention of interstate consolidations, 
but the attorney general of Iowa has 
held that the act is broad enough in its 
terms to authorize interstate consolida- 
tions 


ILLINOIS—enacted in 1919—the IIli- 


|solidations; but is 


nois act is one of the few complete 
and comprehensive statutory § enact- 
ments on this subject and includes all 
forms of insurance companies, includ- 
ing life companies. Specifically author- 
izes interstate and intrastate consolida- 
tions and points out the procedure in 
detail. Interstate, as well as intrastate, 
consolidations have been perfected un- 
der its provisions. May be regarded as 
almost a model act on this subject. 
Massachusetts—took effect June 23, 
1921—authorizes the consolidation of 


insurance companies generally; makes 
no special reference to life insurance 
companies; expressly authorizes inter- 


state consolidations; prohibits consoli- 
dations of stock companies with mutual 
companies. 

Michigan—enacted in 1919—author- 
izes consolidation of insurance compa- 
nies generally; does not specifically 
mention life insurance companies, nor 
does it specifically authorize interstate 
consolidations, but is probably broad 
enough in its terms to include interstate 
consolidations, the only limitation being 
that the constituent company shall “be 
of like character.” 


Ae SORE enacted in 1919—au- 
thorizes consolidations generally; 
does not mention life insurance compa- 
nies specially; nor specially authorize 
interstate consolidations, but probably 
broad enough to cover interstate con- 
solidations. 

Nebraska—enacted in 1913—author- 
izes consolidation of insurance compa- 
nies generally; makes no special mention 
of life companies; no _ specific pro- 
visions for interstate consolidations, but 
probably broad enough to authorize in- 
terstate consolidations. 


New Jersey—enacted in 1879—author- 


|izes consolidation of insurance compa- 
|nies generally; 


makes no special men- 


tion of life companies, but the act is 


expressly restricted to domestic com- 
panies and interstate consolidations 
would not be authorized under New 


Jersey law. 


a ppt DAKOTA—enacted in 1907 
—the act is limited to life, accident 
and health companies; authorizes con- 
solidation of these companies but does 
not specifically mention interstate 
probably 
interstate 


con- 
broad 
enough to authorize consoli- 
dations. 

Oklahoma—enacted in 1915—author- 
izes consolidation of insurance compa- 
nies “doing the same line of business” 
does not specially mention life insurance 
companies; expressly authorizes inter- 
state consolidations upon complying 
with all laws of the state where the for- 
eign company or companies are organ- 
ized. 

This law is rather full and comprehen- 
sive and approaches in its perfection 
the detail of the Illinois law. 


H1O—enacted in 1918—refers ex- 
clusively to life, accident and health 
companies; authorizes consolidations 
with any other company; does not spe- 
cifically mention interstate consolida- 
tions; probably broad enough in its 
terms to cover interstate consolidations. 
Pennsylvania—enacted in 1921—au- 
thorizes the consolidation of stock or 
mutual companies, but not stock and 
mutual companies; does not refer spe- 
cifically to life companies; does not refer 
specifically to interstate consolidations; 








“Miracle” of Life Insurance 





} te a recent laudatory article written by the editor of a 

magazine for a, “How to Sell—and What,” The 
Columbus Mutua] Life Insurance com of Columbus, 
Ohio, was declared to be the “Miracle” of Life Insurance 
because of its success in reducing cost of insurance and 
building up its surplus and because of what it has done for 
agents—enlarging their opportunities and increasing their 
rewards. Other companies in time, the editor predicted, 
will be ~“— to adopt the methods inaugurated by 
President C. W. Brandon. “The accomplishments of Mr. 
Brandon are the marvel of insurance men,” he wrote. 
“They never thought it could be done. Now they are lay- 
ing their tributes at Mr. Brandon's feet.” 

So great has been the demand for this magazine article 
that it has been republished in pamphlet form. The first 
edition of the pamphlet was Le exhausted and a 
second issue has been publish A copy will be sent 
free to any one writing nis name and address in the margin 
of this notice and forwarding to the Home Office, at Co- 
lumbus, Ohio. 

The Columbus Mutual system eliminates a!l “middle- 
men,” general agents, supervisors, managers, etc. Great 
savings thus effected mean increased policy dividends and 
larger rewards for agents. The Company’s agency con- 
tract includes such striking innovations as Vested 
Renewals and Unrestricted Territory. 

Any life agent thinking of a change in connections 
will find it to his permanent profit to get in touch with 
the Columbus Mutual at Columbus, Ohio. 




















HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 
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An Ideal Crystallized Into an ; 
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FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
este’ buyers of life insurance. Last year 
we distributed 7,694 direct leads—all in- 
terested prospects who had requested 
information In 1921 this service, and 
Fidelity's original policy contracts, 
brought us within 74% of the unparal- | 
leled new bhue«iness result of 1920. 

Fidelity operates in # «tates. Full level || 
net premium reserve basis. Insurance in | 
force over $223.90 Faithfully serving 
insurers «ince 878 

A few agency onenines for the right | 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Welter LeMar Tathot. President 














C. Dz. _RENICK, _ President 





Indiana National Life Insurance Company 
INDIANAPOLIS, 


Splendid territory open in Indiana, Michigan and Illinois, for District and | 
General Agents, who are capable of handling men. 


Best Commissions and Renewals. 
you or your estate. 


INDIANA 


Renewals onced earned will be paid 
If interested in building for yourself, write 


ERNEST E. WEBSTER, General Agency Manager 
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New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision... Its features are: 

Immediate beginning of a lifelong monthly income. : 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and permanerit disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 

Total disability that has lasted three months will be assumed to be permanent. 

Waiver of premium, of course, together with full annual dividends and a full annual 
increase in cash surrender value. 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to. meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 




















Incorporated in 1862 in the Commonwealth of Massachusetts 


Named JOHN HANCOCK in honer of the first Governor of Massachusetts, and first sign 
of the Declaration of Independence. See 

In 60 years it has grown to be the largest fiduciary institution in New England. ; 

Policies made secure by reserves maintained on the highest standard with an adequate Con- 
tingent F ond providing protection against all emergencies. Total Assets, $239,693,000; Policy- 
holders’ Reserves and all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 

Policy contracts include all equities and options. : : oa 

Business done through agents. Information and advice on any matter relating to life insur- 
ance are available at any time through the Agencies or Home Office of this Company. 
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©) The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


s]dcteeae LATEST POLICIES AND AGENCY CONTRACT SaiU a7 tne 
Openings OHIO, IND., KY. MICH. and W. VA. Write Colambas 








17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are deli by our own salesman ready 
to avail hirs:lf of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime. 

We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. If you want to make ONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 











To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - 


Beaumont, Texas 


President 








is probably limited to domestic compa- 
nies. 

South Dakota—enacted in 1913—au- 
thorizes the consolidation of insurance 
companies on the stock and 
plan; does not specifically mention life 
companies nor interstate consolidations, 
but probably broad enough to include 
interstate consolidations. 

Wisconsin—enacted in 1907—author- 
izes consolidation of life, accident and 
health companies; does not specifically 
mention interstate consolidations but 
probably broad enough in its terms to 
include interstate consolidations. 

States not mentioned have no law au- 
thorizing the consolidation of life in- 
surance companies, either intra or 
interstate, unless such law can be found 
in the general corporation laws. 





N conclusion, we venture the advice 

that where the statute authorizes it, 
a statutory consolidation of the cor- 
porate entities in the case of the merger 
of two or more insurance companies— 
in short, a consolidation as the term is 
used in this paper—is much safer than 
any other form of merger because of 
the rule of law generally prevailing (but 
not universally) that a corporation can- 
not sell all of its property and business 
(in the absence of express statutory au- 
thority) without the unanimous consent 
of its stockholders and creditors; nor 
can a corporation compel its creditors 
to accept another corporation as its 
debtor without the consent of such cred- 
itors. 





REMOVAL STATUTE NOW VOID 


Texas Attorney General Says Law Is 
Knocked Out by Recent U. S. 
Supreme Court Decision 





AUSTIN, TEX., Sept. 26.—An opin- 
ion by Assistant Attorney General 
Wallace Hawkins holds invalid that sec- 
tion of the insurance statutes which em- 
powers the commissioner of insurance 
and banking to forfeit the license or per- 
mit of any outside insurance company 
which institutes in a federal court or 
causes to be transferred to a federal 
court any action against a citizen of 
Texas. He further declares that the 
manifest invalidity of this provision of 
the law does not void or interfere with 
some 69 provisions of the act of the 31st 
legislature, which was a codification of 
the insurance laws affecting the incor- 
poration and licensing of life, health and 
accident companies. He says the 
affected provision is entirely different 
and separable from the other 69 sec- 
tions, therefore they stand unhampered. 

Mr. Hawkins’ opinion was in reply to 
t query submitted by the insurance de- 








| partment through John M. Scott, deputy 
insurance commissioner, and is based 
on a recent opinion of the United States 
Supreme Court which voided a similar 
provision in other states, particularly 
that of Arkansas in the case of Terrell 
vs. Burke Construction Company, in 
which case the opinion was written by 
| Chief Justice Taft. Mr. Hawkins says 
this case is controlling and there is no 
| escape from it. 





to female risks between the ages of 15 and 60. 


ST. LOUIS, MISSOURI 
EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


J. DE WITT MILLS, Secretary 
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|COMPANY CHANGES ITS NAME 


mutual | 


Life 
Washington Now on New Basis 


Masonic Mutual Association of 


of Operation 


WASHINGTON, D. C., Sept. 27.— 
President Harding has signed a special 
bill which changes the name of the 
Masonic Mutual Life Association of the 
District of Columbia to the Acacia My- 
tual Life Association. The bill also 
changes the institution from a fraternal 
benefit society to a mutual old line in- 
surance company. For a number of 
years the company has operated on the 
iegal reserve plan, and is consequently 
in a position to immediately comply 
with all of the requirements made of old 
line companies. The Acacia Mutual 
Life is a thriving institution. It has 
more than $120,000,000 of insurance in 
force and assets in excess of $6,000,000. 
In the last five years its business has 
increased more than 400 percent. 

Company in Strong Position 


The company is licensed in 35 states, 
and maintains branch offices in most of 
the principal cities. Under its former 
plan of operation it could not issue a 
policy in excess of $5,000 to any mem- 
ber. Under its amended charter it is 
permitted to issue policies in unlimited 
amounts. Under its new plan the com- 
pany will, as in the past, limit its mem- 
bership to master Masons. William 
Montgomery, president of the company, 
is the active insurance man of the or- 
ganization. Mr. Montgomery is an alert 
and aggressive life insurance official. 
He is largely responsible for the com- 
pany’s rapid development during the 
past several years. He has drawn up 
plans for a magnificent home office 
building to be erected in Washington. 
Mr. Montgomery plans to further ex- 
tend the company and to greatly in- 
crease its business under the new 
method of operation. 





Connecticut General’s Improvements 


A new addressograph being con- 
structed for the Cennecticut General is 
going to make practically automatic the 
getting out of the thousands of renewa! 
noices that the company sends out every 
month. It is estimated that by the new 
system one operator will get out in a 
few days each month’s work which has 
taken practically the entire time of 
seven or eight typists. Only one othe 
concern in the cast as yet has a machine 
like that to be installed in the Con 
necticut General. 

The Connecticut General has added a 
printing department to its organizatior 
to take care of the enormous amount o* 
printing of policy forms, office forms. 
and advertising literature now being 
done by the company. Although it has 
been in operation only about a month 
it is already evident that it will need 
double the space originally alletted to 
it and the multigraph department is to 
be moved for this. 


Bookstaver Agency Clubs 


When the Joseph D. Bookstave: 
agency of the Travelers in New York 
City, held its opening instruction meet- 
ing of the season last week. Mr. Book- 
staver announced that 28 members of 
the producing staff had qualified for 
membership in the $250,000, $200,000 
and $100,000 Clubs, class of 1922. 

The president of the $250,000 Club is 
Solon Schiller: Arthur A. Fbhenstein is 
first vice-president, and Edward 
Reinfelder is second vice-president. In 
the $200,000 Club, Julius G. Feit is 
nresident and Irving M. Blau is first 
vice-president. In the $100,000 Club, 
A. Feitelbere is president: Henry 


Teller, first vice-president: William B 
and May 


vice -president 


vice-president 
third 


Vale. second 
W. Williams, 
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Ex-President W. H. Taft 
At NewYork Life Meeting 
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Northwestern National Life Insurance Company 
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X-PRESIDENT William Howard — ie E 
[icmed ‘ieaies Repiieer toes a Annual Convention of Field Men of lt MINNEAPOLIS, MINNESOTA s 
sg mein of ihe Sg au0 Cak'St | "Lincoln Company to Be Held at | 4 
ag - ae ae gt Home Office This Week = Mutual, with unexcelled dividend factors. 2 


sented to make a talk to the New York | 


Life men. Vice-President Thomas A. 
Buckner, in referring to Chief Justic« 


The annual convention of Security 


Mutual life field men is to be 


held in | 





Mortality 1921, 44%. 


Interest earned upon mean invested assets 6.03%. 


te q : D sa nnd , 29.2 7:6 : = ° eben 
Taft's talk said: __ | Lincoln Sept. 29-30. Filty men an Assets of $109 to each $100 of liabilities. 
“His talk was filled with delightful | ¢xpected by Secretary M, A. Hyde to | 
umor and punctuated with an infec- | be in attendance. The convention will | Business in force 1917 $54,193,000 
tious chuckle here and there that pre- | close with a banquet Saturday evening : : : 


ceded and introduced the delicious bits 
of humor that convulsed his audience 
His remarks serious, too, and 
showed wide familiarity with life insur- 
ance. 

“*You are here,” he 


were 


said, ‘for mixed 


motives—ior pleasure and for entertain- | 


ment, and for a comparison of experi- 


ences, with a view to perfecting your | 
organization and your methods, and in- | lays.” G. A. Sawyer on “Selling Life | 
ducing people by their patronage to | Insurance, a Warm-Blooded Proposi- | 
make you members—proper members— | tion,” and Arthur C. George on “The 


f the $200,000 Club. You are engaged, 


I need hardly tell you, in a great work. | 


Insurance as a part of the business of 
the country has increased in importance 
by leaps and bounds. Fire insurance, 
by which the losses that come to indi- 
viduals are spread over the community, 
and, in a sense, are shared in a little by 
ail, of course is a means of escaping 
burdensome losses for one person, that 


at the chamber ot commerce. 

rhe men are to be welcomed by 
President E. B. Stephenson and W. A. 
Lindly, chairman ot the board. A. G 
Gabriel is to talk on “What an Actuary 
Does Not Know,” Dr. H. B. Miller on 


“How the Medical Department and the | 


Can Each Other,” T 


A. Sick on “Policy Writing—Why De- 


Salesmen Help 


Value of Keeping Books on Yourself.” 
Brief talks are to be given by B. E. 
Solt, Frank Richards, H. B. Charnock, 
G. W. F, Moore and H. 
bell. 


B. McCamp- | 


Friday morning there is to be a tabu- | 


lation of results for the year, and this 
will be followed by the inauguration 
of the president of the $150,000 club. 
Two round table discussions are down 


E 
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Business in force 1921, $139,868,000 


Excellent direct general agency contracts available for 


Central and Southern Ohio, Utah, Oregon and 


Northern California 


TT | 
WAM a 
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Peon: 





Having recently entered the States of 
Texas and Minnesota we have desirable 
territory open for General Agencies 








Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 


for Friday afternoon on “Some Objec- 
tions and Their Answers,” and on sell- 
ing life insurance in a rural community 

rhe principal addresses of Saturday 
will be by Oak E. Davis, state manager 
for Nebraska, on “Can a Life Insurance 
Salesman Prepare His Case as Care- | 
fully as a Lawyer Does His? How? 
Would it Pay?” and by J. J. Huey on 


has proved its usefulness by our actual 
experience; but life insurance goes fur- 
ther than that. It makes provision for | 
those who are left, and who would be | 
without means of support. It stimu- | 
lates an obligation that a man ought to | 
feel at the prospect of a serious loss if | 
he does not rise to that obligation on | 
the dot. 





7. i 
y = “Tests to Determine When a Prospect | A 
““You are the missionaries. You | Is Ready to Close.” The remainder | St. Louis, Mo. 
have to deal with people. You have to} of the day will be taken up with a 
paint the advantages of saving. Make | quiz on policy provisions, case discus- | 





a man feel that it is easy, as he looks} sions and methods of approach 
forward to cutting down his expendi- | 

tures for the purpose of making either 

himself, or those who are to come after | comfort in carrying on your profession | 
him, comfortable. There is not any- you don’t have to defend yourselves 
thing that you tel] him that he ought | for implanting in his mind some mo 
not to respond to. Now that is a great | tives that ought to be there.” 


“Financial Status Unsurpassed”’ 


says The Insurance Almanac in its review of the progress and activities 
of THe GvuarpiaAn Lire. 








service which this Company 
Pue Gvuarpian's broad, pro- 
and Service to Policyholders 
few 


renders.to its field force and policyholders. 
gressive program of Agency Co-operation 


| The same thing could be said for the 
| 
is unsurpassed by any other company, and equalled by 


Manager for Milwaukee Wanted 


One of the oldest and strongest of the eastern life insurance 
companies has an attractive opening for a man who can qualify 
as Manager of its Milwaukee Agency. The position calls for a 
man of high caliber, with successful life insurance experience and 
a clean record. He must have both the ambition and ability to 
build an Agency organization capable of producing a satisfactory 
volume of business from his territory. The man selected will be 
backed up by the genuine co-operation of an institution interested | 


If you want to know the whole story of what this Company is 
doing for its field force, address: 


r. Lovis Hansen, Vice-President, or Grorce L. Hunt rintendent of 


| 
| laencies 
The Guardian 


Life Insurance Company 
OF AMERICA 


Established 1860 under the Laws of the State of New York 
Home Office: 


Sur 


in his success. 


If you think you are the man, address in confidence, giving 
as much information about yourself as you consider necessary to 
enable us to judge your qualifications, OPPORTUNITY, Box 


B-84, care The National Underwriter. sd ‘ ‘ 
| 50 Union Square, New York 


























BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Double Indemnity Disability Benefits 
Reducing Premiums 
SEE THE NEW LOW RATES 





INSURANCE CO. 
66 BROADWAY 
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The Close of the Day’s Work 


HEN you begin to figure up your earn- 

ings and recall the several reasons for 

failures during the past year, you then more 

than any other time keenly realize the im- 

portance of a helpful constructive home 

office service that trains you to overcome 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 
JAMES R. DUFFIN, President 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Company 
LOUISVILLE, KENTUCKY 











The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. he companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 


MUNCIE, 


INDIANA 








A Definite Territory 
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George Washington Life Insurance Company 





A Liberal Contract 
Low Premium Policy Contracts 


/ Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
“/ Carolina, South Carolina and Georgia. Address: 


ERNEST C. MILAIR, Vice President and Secretary 








SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 


ROOKERY, CHICAGO 


INSURANCE IN FORCE DEC. 31, 1921 $37,100,961 
Assets . ; : . 4,442,069 
Payments to Policyholders since Organization : ; ; 3,727,743 


Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 


Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and 
Manager of Agencics 











MAKING MONEY 


That DETROIT LIFE Agents are making money is evident from the fact that during the 
first six months of 1922 Detroit Life Agents wrote $7,885,000 of new business in Michigan. 


This is an increase of 40 per cent over the same period last year. In June, DETROIT 
LIFE Agents wrote $1,808,000 of new business in Michigan. 


_ There are some very fine agency opportunities with the Detroit Life, especially for expe- 
rienced agents. Can also use a few part time men. Home office co-operation assures success. 


M. E. O’BRIEN, President. 
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BOSTON UNIVERSITY’S COURSE 


||TO TRAIN LIFE AGENTS 


Lectures on Life Insurance to Be Given 
in Cooperation With Boston Under- 
writers’ Association 





BOSTON, MASS. Sept. 26. 
course in the “Fundamental Principle. 
of Life Insurance and Their Appli 
tion,” will be started in Boston U1 
versity in cooperation with the Bost 
Life Underwriters Association, begi: 
| ning next month. Already over 10 
| have registered for the course. rh 
lectures and instruction will be carried 
on in the College of Business Adminis 
| tration, connected with the university, 
|} and will be in direct charge of the as 
; sistant dean, Prof. Roy Davis. 

The institution of the course was 
brought about by the activities last 
year of the education committee of! 
the Boston association, of which Kend 
rick A. Luther, manager of the Aetna 











Life in Boston, was chairman. Th 
} course is, as stated by the college, i‘ 
make more efficient the service which 
life insurance gives to modern social 
life,” and is designed for persons already 
in the business and those wishing to fit 
themselves for life insurance as a busi 
| ness, There will be 30 lectures of two 
| hours each. 

An advisory committee has _ beet 
named which consists of Dean Arthur 
H. Wilde of the school of Education 
of Boston University; President Arthur 
E. Childs, of the Columbian National; 
| President Walton L. Crocker, of th 
| John Hancock Mutual; President Her 

bert O. Edgerton, of the Boston Mu 
| tual Life; President Alfred D. Foster, 
} 
| 





of the New England Mutual Life, and 
P-oi Alexander J, Inglis of the gradv 
ate school of education of Harvard 
| University. 

| President Walton L. Crocker of the 
| John Hancock will open the course 
| Oct. 16. 
| ee 
District of Columbia License Plan 
At the recommendation of Burt A 
Miller, superintendent of insurance ol 
the District of Columbia, the district 
| commissioners have approved a regula 
l tion, effective Nov. 1, governing the 
licensing of insurance agents who solicit 
lin the city of Washington Any indi- 
vidual or corporation desiring to get a 
license as an agent, broker or solicitor 
to write, place or solicit insurance within 
the District of Columbia, will be re 
quired to fill out a questionnaire betore 


securing such a license lo those who 
are granted licenses permits will be 
issued which must be carried at all times 
and shown on request. The application 
for license must be made to the superin 
tendent of insurance. At any time the 
order is violated, or a person attempts 


to write, solicit or procure’ business 
within the District of Columbia without 
a license, he will become lable to pen 
f laws of the 


alties under the code « 
District 





Confer on Qualification Law 


| \ joint conference of fire and lit 
insurance men has been called by Insur- 
ance Commissioner Walker of Utah to 
exchange views regarding the proposed 
| law which would require every appli- 
| cant for an agent’s license to pass an 
|} examination showing that he was ac- 
| quainted with the fundamental princi 
| ples of the business and its ethics. It 
| is felt by some that such a law would 
| go » long way toward the elimination 
| 
! 





of the “unfit” among the agents It is 
contended that the ethical side of the 
short course that would be necessary 
} is as important as the technical; that 
| agents at present have no code by which 
} they may be judged and by which they 
} mav judge themselves 

| Commissioner Walker, who is a lif 
expert and has held office about 1s 


months, is heartily n tavor the 


measure 
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| MODERN BUSINESS GETTING METHODS 








Getting Attention Not Primary Factor more Hike this: When you come te th How Photorranks A 
In Making Sale; Stress Human Element, looks at you, Primarily, that is atte a pha eye mat 
Urges Dr. E. K. Strong of Carnegie School‘ ;\ 22" ,29,284 i 2 second 


mmence Used to Get Business 
N a recent adaaress po! t! tunda it nute or twe ifter vetting . . .. 7 : - 
| mentals of salesmanship, given be- | he said I believe vou have < ae 7 ' dats “" “Rey 
































fore the field force of the home office Phere vas only ne answet rT} proc . - S il I 1 o used a set of photo 
gency of the Pacific Mutual Life in | pect had to sav ‘ves’ out loud or to hit ; ‘ ge our vs graphs t ind business told P 
Los Angeles, Dr. | K. Strong, Ir i I sel He « 1d 1 - all , rw th thet \ ink says 
Carnegie School of I Ins | ; A net +] . ‘ s ss, a 
Pe sn anship ‘ ¢ ted ? i? «s hueinec< 2 — . 
, | : . S } 
parison ¢ thods ‘ t is <3} 7 . 
e which w ntroduced 1 fe . \\ " P ‘ { H 
and which are st - a aie : S ‘ 
le salesme He r ed | i ; I ‘ nou 
cularly to slogan used ) 1 Sy . A | ‘ s £ and goes c $ ol 
7 998 | \\ " 
irs ago in the sheidon ce¢ esp i- | re Ty | A 
ence course for salesmen, which reduced | ? : 
1 4 . S , nter + } { \ ‘ 
ling to attention, interest, desire, ac P ‘ : . . a 
ae a “ap ct rt | Son and College s mor mportant Vom os n al t thers 
n nt satistact l e | Are P E 1 : " . . : on 
ee : , —— , . gling 
ith step, permanent satisfaction S Sums mphasizec 
illy not a part of the sale but comes “TT sales ' R . 
¢ g ta ts " 
r the salesman has gone, possib H < ‘ R R 
ediately after. possibly eat te | ‘ . Oo 
J | ' , bes , - ‘ 
other words, the first four steps are | This mar . agate : l \ 
; : } _ . . - . t 
be so carried on that the prospect } es ! : 
rh - : . r ‘ ’ e* \ 
have permanent satisfaction result- | ¢h, ait. dei iilihiaeaaiees , , ; ; ‘ \ 
ng from the sale, and the selling proc- | things presented to him whic! ( | am trying to pr ¢ + 8 
ss is reduced to those four steps in M1 l ha * f 
Sheldon’s scheme. Dr. Strong declares l and } 4 ° 
hat Mr. Sheldon contributed a great | :-.... i gg oes , . ' ene ‘ 
al to the selling world in that slogat ‘ ] talk; ] ] ‘ ‘ ‘ icangy a t , t t st ‘ . . y 
but expressed t belief that it has don : : pt ; ‘ : ‘ pros ts inter t ‘ 
is much harm as it has done good t ate } : 
i s 
Slogan as Applied n ar | : 
To Advertising . . ; 
= : er ete - Salesman’s Job Is 
lo illustrate his point, he t : : oa ia Close the Sale 
5 years ago there were many tis . . es +e | : ‘ 
ents to be found in the tf Ss n sCcUssio1 1 tort et " \\ tt 
e country th very clea divided i: ' 
terms of that slogan. while tod , ; your < 
\ ; " , 
the advertising n } vot ( ‘ 
way from that basis d tt : u ar t 
j ¢ te fone : +} ‘ } é < 
lvertisements found ir of the ‘ n. N 
Saturday Evening Post’ ed th . 
‘ nd only thre« that came unde d H s \ ; S 
that slogan. Their primary purpose | Tl ! e thing nt 1 ‘ 1 SO! then he goes on with th 
attention, and therefore | ha ery much.’ st t a college educat os 
ut into the advertise- | +} man to ad that » mens eat . " say ¢ 
I o Fons vt tet a, | Naturally Leads to 1] iceiioes it , 
thine o » ¥ > thre ° “ ce ec é r < < 
“2 ” aig so . Educational Policy +1 alate ' a ee ’ F 
roposition in order to get atte n. . é ¢ ] fel 3 ] U d 
° | | , 4 } ++ + Ts > 7 : 
He compared these three w hree | life insurance Is se 
r advertisements in the same issue . sen ‘ T. Cle [ C} } dD h 
here the human points of the propos ted to the 1 ttl ctamg we want \ t t 0 ean p urcn ebl 
n were given greatest promi e | He mimitt t t that n you s 2 thir ‘ . ' ee iif 
attracting attention, interest | : to got more tl ng t ' : not g 
desire, and getting the reader worked , Ise } n thir metimes u wit rt toppir t ' . 
- : - 4 g 
1p for action from the start. In apph mes \ 
1g 1s comparison ft the S to « | + “ 
surance he Said: it Ss t ais : t . 
In the first three advertis ts Dol . g [ 1 . 
- ; ‘ ' : ‘ ; 4 ' ’ > 
ch I have refer S ethir ! s ta 
ut in to get attention. and when on the to Ata « ; 
attentior vou have thy } | vl cainst the bov ty ‘ ‘ 
s ing the individual from that thing ; his i ge. | 
your proposition, whereas in t the , ‘ 
ist three vou have attentio 1 eC i ‘ 
telv and at the same time have been iles < 
presenting vour proposition—but | <<. ‘ . 
, - Vf , 
ourse not all of it You « ‘ ; ‘ ‘ 
ut, nevertheless, what \ have S . 
get attention and interest h b 1 \\ 
Iso what vou are usin sis c : s 
ire and action that low i Hes S 
Principles Applied < S 
to Specific Sale _ 
Let us take this in terms of ; ‘ , 
that I ha } ig 1 
eo oreo { R 
th the sales! n and t { Ss . ‘ 
the s c | eC 1 ‘ 
, ; 
‘ articular « , . ar 
in to the Pp ospect iter tr | | 
g himself in a word or two, and real! ] firs weet s . ‘ 
tarted his interview bv the re rk. ‘I ines The arns ‘ ' . Lom *¢ ' 
elieve have a son? He had oats t Tt w lv a tle sten ¢ e ghar , ‘ 
uid anything about insurance He ha ard the close, | tw better terest TI les 
‘t introduced himself as an insurat than for him to sav. ‘T hav 1! +h . * porene” a es . en : _ 
] ’ ’ terected * T i ty started tal — 
in. He had not presented his card uw I want and am not inte : : : ‘ 
h prospect at this point in tl inter \\V don’t want ¢ think f the ca! eo aman ' ' . ‘ > Sag \ 
“ did not know what hic scINeSC MS i! Ivine four steps of stent 7 . " ‘ , P 
° : ’ ‘ ¢ ‘ ‘ . ‘ 2 a¢2¢ . ‘ rs + * 
3s and did not know who he was. but I threct. desire anc tion. hut rather that samen , er Q 
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Arthur F. Hall Tells 
Why Home Offices Need 


Buildings for Service| 


the 


Addressing those present at 
American Life Convention meeting last 
eek President Van Dyke of the North- 
estern Mutual Life took occasion to 
tell his hearers that he would be pleased 


to have any of them visit the home 
office building of his company where 
they would find “everything in the 


building gladly open to you, except the 
bond vaults.” Vice-president Arthur F. 
Hall of the Lincoln National was one 
of those who accepted this invitation 
and told a friend that he was going to 
get into the “guts” of the building. 
Asked just what he meant by this, he 
explained himself as follows: 

“Office building construction in the 
old days was planned merely with ref- 
to architectural beauty and the 
presumable convenience of the tenants. 
There was no very especial attention 
viven to the utilization of space as some 
of the many old time buildings with 
high ceilings and space wasting lobbies 
will readily show. 3ut today, office 
Luildings are planned with space-saving 
ideas before not thought of and with a 
conserving the time and 


erence 


view also to 





_LIFE INSURANCE EDITION 

= = =r = = ———— ————_— —=—— ———————— 
| convenience of those who transact busi- cases to make the arrangements we 
ness therein. knew were called for if we were to 

Used Office Engineer | maintain our efficiency at the highest 
: ey _ | point. But the new office building of 
| “Now the old building used at this | my company, if hard work, careful 
time by the Lincoln National was, in | study of the problems presented by our 
its day, a representative office building | experience, and careful planning count 
| of the first class. It was not long after | for anything will, from this standpoint 
| ihe Lincoln National began to grow and | at least, be about the last word in mod- 
was endeavoring canectally to gain ajern home office building construction 
|reputation for quick service to its | That is our aim and we are bending 
| agents, that we found that the office ar- | every effort towards this end. Our visit 
| rangements would preclude our ever | to the Northwestern Mutual Life’s mag- 
| getting things in the shape for quick | nificent building gave us many ideas 
| action that we desired. Accordingly we | which will be of the greatest value to 
| called in the expert services of Harry 
| Hopf, the well known business engi- | 
neer, whose reputation in life insurance 


circles was gained by reason of the ex- 
pert manner in which he arranged rt 
home office work in the headquarters 
of the Phoenix Mutual Life at Hartford 
Conn., to be transacted with the least 
expenditure of time and the almost total 
absence of unnecessary physical exer- 
tion. Mr. Hopf studied our problems 
and his work, his recommendations and 
the value of his suggestions have been 
of the greatest aid to us in the work 
ve have been trying to accomplish, that 
of eliminating waste effort. 

“Splendid as the results already at- 
tained have been in our present head- 
quarters, our building being an old one 
it naturally became impossible in many 





arrangement of office work in 
new building we 


us in the 


the are now erecting.” 








Northwestern National to Build 


The board of directors of the North- 
western National Life of Minneapolis 
has announced that at the last monthly 
meeting it authorized plans and specili- 
cations for a new home office building 
The architects for the proposed strug 
ture are Hewitt & Brown and the mem- 
ters of this firm, together with two offi- 
cers of the company, recently made a 
tour of insurance centers, Hartford, 
New York, Philadelphia, Baltimore and 
Chicago, to study the most modern in- 
surance buildings. A tentative plan has 
been drawn up and an outlay is being 
prepared to care for the company’s re- 
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quirements for the next 20 years. It is 
tlanned for the present to occupy th: 
basement and first floor and rent out the 
assuming those as the 


Ipper floors, com- 





pany’s business demands expansion 
Cincinnati Firm Dissolves 
The firm of Dube & Gordon, general 
agents of the savings bank departmen 
of the Ohio National Life im Cincinnat 
has been dissolved, Mr. Dube retiring 
to form another connection. Harry L 


xordon, Jr., continues as 
the agency and has quite a 
full time men working 


manager oOo: 
number of 


Many Accident Claims 


The Reliance Life says that between 
\pril 1 and Sept. 5 of this year 180 
death claims were reports l. Ot this 
number 36 were for accidental death 


During the period of five months 20 
percent of the entire number of death 


claims were on account of accidental 
injuries. This means cne accidental 
death out of every five. 


International Life Leaders 


The Inter 
officers ot tts 


national Life announces th 
$125,000 Club. Kelly M 
Roach of Oklahoma City becomes presi- 


dent, this being the third consecutive 
vear he has won this honor John \ 
Keenan of Kansas City is first. vice 


president. W. B. Kincaid of Oklahom 
City 1s second vice-president. Charles 
A. Parsons is third vice-president, Rob- 
ert Cleland of St. Louis is fourth vice- 
president and H. I. Pincus of Texas is 
fifth vice-president 


Supervisor Dutton on Coast 

W. O. Dutton, 
of the Missouri 
Angeles 
nected with 


supervisor of agents 
State Life, arrived in 
last week on business con- 
the appointment of a suc 
cessor to General Agent John M. Mce- 
Teer, whose resignation was recentl 
announced. Mr. Dutton expects to 
remain in Southern California about 
three weeks. He his 
wile. 


Los 


is accompanie d by 


Board’s New Connection 
W. B. Board has been 


rector of the field service department 
which has just been created by the 
Southwestern Life of Dallas. It will be 
the purpose of this department to unify 
the efforts of agents all over the terri- 
tory where the company operates. Mr 
Board has been weno in educ 

work in Texas. Until he joineé 
Southwestern Life a short time ago 
head of the de ay, nent of econ- 
ind history of the Oak Cliff hig! 
school of Dallas. In addition to th 


ippointed di- 


tional 1 


the 
he was 


omics 


management of the new department. 
Mr. Board will edit the “Agents’ News.” 
the house organ published by the 


Southwestern 


Forecasts Big Business 


Secretary Cartinhour of the Provident 
Life & Accident of Chattanooga is opti- 
mistic over results for the last quarter 
of the year. Mr. Cartinhour states that 
his agency force is in better condition 
than ever before and well prepared f 
a big “roundup” for the next three 
months October has been dedicated as 
“President's Month” and Secretary Car- 


tinhour expects to have the best month's 


production of new business in the his- 
tory of the company President Maclel- 
lan is very popular with the agency 
force and in any occasion where Mr 


Maclellan is to be honored the agents 
never fail to respond 


Excellent progress is being made in 


excavating for the foundation for the 
new home office building which the 
company expects to have ready for in- 
spection of the agency force at the an- 


nual convention in December. 





Life Notes 


The Wisconsin Nationa! Life has er 
tered Minnesota 

J. C. James, Omaha general agent for 
the Missouri State Life, is improving and 
hope is held out for recovery from in 
juries sustained ft in automobile ac 


dent week ag 























Clear the Track! 


Applications have the right of way over 
all other trafic, in the Home Office of the 


Peoria Life Insurance Company. 





Delay in delivering policies is dangerous. 
It annoys the applicant, affects the agent's 
chances of placing the policy, and reacts 
on the Company's reputation for prompt- 
ness and reliability. 





The track is clear for the applications of 


| 
‘Cooperation Headquarters” | Peoria Life agents. System and sim- 


Home Office Building of the Peoria Life. Owned = ° ° . ° ° 
bythe Company, without lien or encumbrance of plicity make it possible—elimination of 
any kind. Built from its current receipts, without 
isturbing the farm mortgage investments which ° 
ee conde Peoria Life ite reputation for every av oidable delay and the use of 
“Policies Strong as Farm | every time-saving device, machine, and 


Mortgages Can Make Them!” 
ortgages Can Make Them method. Any change or improvement 


which will expedite the issue of our 
business, saving a few minutes here and a 














Good | few there, is put into immediate use. 
Contracts | 

to Clean, | “P. D. Q.” has been given a new mean- 
Live | ing by our efforts in this direction. To 
Agents | Peoria Life agents it means “Policies 


Delivered Quickly.” 


Peoria Life Insurance Company 


Peoria, Illinois 









































Life Insurance Men— 


A contract with our Company will 


insure you a prosperous year. 


BEST COMMISSIONS—BEST POLICIES—WRITE US 


RESERVE LOAN LIFE INSURANCE COMPANY 


Indianapolis, Indiana 








